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VOICE of the TRADE 


SHOES to rent. The snow train 
store is sidetracked in North Sta- 
tion (Boston) and North Shore 
shoemakers, on their way home 
from the Boston market, rub their 
eyes and take a second look as 
they read the sign “Shoes to Rent.” 


A few are curious enough to in- 
_ vestigate. They enter the store in 
the railroad car, which used to be 
a baggage car, and they find some- 
thing like this: 

One can rent a pair of ski boots. 
at so much a day, or so much per 
week. The sizes run to No. 9 for 
women, and No. 12 for men. The 
shoes, worn before, are in first 
class condition—newly cleaned and 
dressed. Skiis with the shoes if 
desired. 

Or one can rent a pair of mocca- 
sins, and snow shoes to go with 
them. These run to bigger sizes 
than do the ski boots. Weighty 
folks, who go about on the large 
sized feet, take to snow shoes, but 
rarely to skiing. The skiers are 
lithe sort of people. It’s no game 
for a fat man. 

This store on wheels is side- 
tracked all the week, so that shop- 
pers can look over its snow sports 


equipment, and at the week-end it’s 
hitched onto the end of the Snow 
Train and hauled to the moun- 
tains. On the way, the snow en- 
thusiasts go to the store and get 
their equipment fixed up. They 
have most everything from a new 
lace to a new parka. They also 
have a repair shop to mend a ski 
boot, a snow shoe, a skate, a to- 
boggan or any other item of Win- 
ter sports equipment. 


EBIWER’S SHOE STORE, Wau- 
kesha, Wis., has a Theater Club in 


this city which is a great favorite 


with the kiddies in this area. With 
each purchase of a pair of chil- 
dren’s shoes, the firm invites the 
child to be its guest at the local 
theater on certain days. 

It always works out that when 
these shows are on, a group of 
kiddies will attend together, to 
make a little party out of the event. 
Kiddies are always telling their 
mothers and fathers that they 
should buy shoes at Biwer’s so they 
can get an invite to the theater 
party. This is good publicity for 
the shoe firm. 


Page I! 


LL. A. SCHOEN, president of the 
Wise Shoe Co. of New York, says: 

“Our progress during the past 
year has been steady and cumula- 
tive. We have found that a sub- 
stantial recovery has taken place 


at HAH 


in all cities and all sections in 
which we operate stores. Business 
is going ahead in such diverse sec- 
tions as Fifth Avenue and 125th 
Street, New York. It is going ahead 
in Pittsburgh, Detroit, Chicago and, 
of course, in Washington, D. C. 
A year ago the scope of recovery 
was not nearly as widespread as 
it is today. We are basing our fu- 
ture policies upon the assumption 
that no factors which will impair 
continued recovery are in sight. At 
least there are no important re- 
tarding factors now visible to me. 

“If recovery is based upon sound 
factors, as I think it now is, even 
the coming election in 1936 ought 
not to impede seriously our prog- 
ress. When enough people come to 
a realization of the real progress 
that has been made, especially in 
the last year, I am confident that 
recovery will be accelerated. We 
have pretty well cleared away the 
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financial debris left by the depres- 
sion, but we have had no corre- 
sponding liquidation of depression 
psychology. Herein lies the danger, 
if any, in 1936. 

“We are convinced that events in 
1936 will justify the placing of 
added capital into progressive re- 
tailing. Our experience in 1935 
and our forecasts for 1936 indicate 
that increased investment, both in 
inventories and in added stores, will 
produce a satisfactory return.” 


* * * 


Hi. A. ELY, eastern manager of 
A. F. Gallun & Sons, says: 

“I can see nothing in the pic- 
ture indicating any modification of 
prices. The tendency on the part 
of leather will be toward higher 
rather than lower prices. This will 
come about because of increased 
consumption of leather and because 
of the increased cost of production. 
The last reported sale of heavy 
calfskin, of a weight suitable for 
men’s shoes, was made at an ad- 
vance of one cent. Shoes are not 
yet priced on a replacement basis. 
It takes time for these things to 
happen, but they will.” 

Mr. Ely is just beginning his 
sixtieth year in the leather busi- 
ness, forty of them with Gallun. 


* * * 


A NEW idea in running a sale 
was worked out by Max Delman 
in his Portland, Oregon, shoe store. 
This store caters only to the men, 
so a sale which was entirely dif- 
ferent from any which had been 


Before put- 
ting on this sale, Mr. Delman took 
up the scheme with the Portland 
Better Business Bureau to see if 
there might be any possible objec- 
tions. All was okay there. 


pulled is of interest. 


“What’s It Worth?” was the 
headline feature of the sale. A large 
question mark in the window, and 
question marks in the newspaper 
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ONLY YESTERDAY 


LIGHT GAINS 
MAKE 
HEAVY 
|, PURSES 


—In one of the plays written during 
King James | period (about 1600) 
a merchant thus explains to his idle 
apprentice the way in which he 
got rich: 

"Did | gain my wealth by ordinaries? 
No. By exchanging gold? No. By 
keeping of goldsmith's company? No. 
| hired me a little shop, bought low, 
took small gains, kept no debt book, 
garnished my shop—for want of plate 
—with good, thrifty, wholesome sen- 
tences, as: ‘Keep thy shop and thy 
shop will keep thee.’ ‘Light gains 
make heavy purses'—'Tis good to be 
merry and wise.'" 

—So, you see, there's nothing new 
under the sun, especially so far as 
human behavior is concerned. 

—A good merchant then, as now, 
knew that a sensible code of busi- 
ness practice was the only sound 
basis for success. 

—And it's quite evident that slogans 
were in use long before Ask the 
Man Who Owns One" was coined. 


Sect 6 


President 


ads were the attention-getters. The 
whole proposition was built around 
the idea that the store would sell 
any shoe in the entire stock above 
shelf cost at the price set by the 


-customer. 


Shelf cost means the cost of the 
goods, plus the cost of the over- 
head. Every shoe in the window 
was tagged with the shelf cost on 
a ticket which stated, “Name your 
own price. No offer above cost 
refused. Ask for Reliable No.—.” 
At first it was a little confusing 
to the customers as to just what 
was meant by the offer. After it got 
started, Mr. Delman states the peo- 
ple told one another that they 
could buy shoes at The Reliable 
Shoe Store for a penny profit. 

In selling the shoes, the sales- 
man asked the customer what was 


1936 


his idea of a fair price for the 
shoes. Some said a penny, while 
others thought the store was en- 
titled to a dollar profit. To the 
man who has branded merchan- 
dise, this is a wonderful sales pro- 
motion stunt, Mr. Delman believes. 
There was no unfavorable reac- 
tion of any kind after the sale was 
over. The trade has seen so many 
“clearance” sales, that this differ- 
ent one stirred up a lot of interest. 
It was run as any legitimate sale. 
with no screaming banners or 
hurrah stuff at all. 


* * * 


FRANK BUTTERWORTH, presi- 
dent of the Spencer Chain Stores. 
Inc., of Boston, Mass., says: 
“The outlook for 1936 is in a 
very considerable measure depen- 
dent upon the acceptance by the 
public of increased retail prices. 
not only for shoes, but other com- 
modities. It seems to me that the 
prospects for at least the first half 
of 1936 in the retail field are very 
much dependent on the way the 
public receives these advanced re- 


tail prices.” 
% *% 


THE luck of life! Who recalls Day 
& Martin’s polish? Boots and shoes 
by the millions and millions were 
shined with Day & Martin’s polish 
for a century, more or less. Day 
& Martin were of High Holborn in 
London. Dickens praised them. 
American retailers used to keep a 
great wooden bottle, blazoned with 
Day & Martin’s trade mark, by the 
door of their stores. 

It all came about through the 
luck of life. Day was a barber by 


trade, proprietor of a humble Lon- 
don shop—but rich in generosil\ 
according to his means; and an eye 
to see a chance to better himself in 
worldly ways through the exercise 
of his enterprise. One day there 
came to his chair a soldier in need 
of a haircut and shave. He told hi= 
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tale of hard luck. He was away on 
leave and was broke and he would 
have a long march to get back to 
the barracks, where he would most 
certainly be court martialed and 
punished. But that said fate might 
be stayed if he could have but half 
a guinea with which to pay his fare 
on the stage. 

Barber Day produced the half 
guinea. “God bless you!” exclaimed 
the soldier. “I never in the world 


can repay you. Here is all that I 


have. It’s but a receipt for shoe 
polish. Many a bottle have I mixed 
up according to the receipt, and 
sold to the officers for half a guinea. 
‘Take it. Maybe you can make use 
of it some day.” 

Barber Day accepted the gift. He 
did make use of it. Following its 
directions, he made the celebrated 
Day & Martin’s polish, with which 
millions and millions of boots were 
polished, for a century—more or 
less. 


‘THE Schwartz Shoe Co. has a 
good slogan, “Fitting feet for 
twenty years.” Not only does this 
Brooklyn, N. Y., retail shoe store 
specialize in fitting feet, but they 
have a corps of expert shoemakers 
skilled in the art of making custom 
shoes for crippled feet and for 
those who wish to have real hand- 


_made footwear. Doctors are fur- 


nished with a combination business 
card and prescription blank which 
works out very satisfactorily. One 
side of the card is the usual form 
of store name and address, while 
ihe reverse side may be filled in by 
the doctor. Space is left for “Shoe 
Needed,” “Prescribed by,” name, 
address of customer and the date. 
The filed information obtained 
from these cards is quite useful in 
many ways. 


* * 


A SIGN in a Central Square win- 
dow in Lynn, Mass., whose deco- 
rator aims to show the changes of 
years, says that a quarter of a cen- 


BOOT AND SHOE RECORDER, January 25, 1936 


tury ago horses outnumbered motor 
cars 77 to 1, and the candid Cris- 
pins are doing some meditating on 
that bit of information. It’s quite 
a bone to chew on for those who 
are thinking of the future of leather 
for shoes. 

Now, horses are almost as few 
as cows in the streets, and the mo- 
tor cars as thick as bees in a hive. 
So less walking and more riding 
for one consequence. And fewer 
horse hides for leather for shoes 
as another consequence. 

Farmers have a smaller market 
for hay and grain these days when 
motorists drive up to the automo- 
bile service station for oil and gas. 
And farming isn’t what it used to 
be. Cattle and sheep are fewer, and 
so are steaks and chops. The vege- 
tarian age advances. The trans- 
porters haul fruits and vegetables 
from the tropics the year round, and 
the can opener is the key to the 
first course and the salad course 
of the dinner,- and sometimes it’s 
the key to the dinner complete, and 
this preference for fruits and vege- 
tables means less meats. So fewer 
pelts from which to make leather 
for shoes. 


LITTLE finger lamps concealed at 
the bottom of the full-length shoe- 
fitting mirrors in the Frank More 
shoe store in San Francisco are 


"May | have the afternoon off, sir? Our best customer wants a fourth at bridge " 


turned on when the customer stands 
up to see how the shoes under con- 
sideration look and how they har- 
monize with the costume worn. 
This is just a little act, but it 
conveys a great deal to the cus- 
tomers in that they think they are 
getting considerable extra service. 
There is no question but what the 
customer can see her reflection to 
a much better advantage when the 
salesman turns on the light but- 
ton, so is delighted at the thought- 
fulness. 
* * * 


FFOR many years the floormen in 
the Fontius Shoe Company, Den- 
ver, have used only one expression 
in greeting customers. Here it is: 
“Shoes for yourself?” 

That simple question always 
brings out the right answer, either 
the easily said “Yes” or “No, I 
want so-and-so.” Very seldom is 
a second question necessary. 

The greeting, “May I serve you?” 
is entirely too stilted. 

“What can we do for you?” is 
likely to make the customer say 
sarcastically (to herself), “Doesn’t 
this fellow know what people come 
into a shoe store for?” 

But the word, yourself, in “Shoes 
for yourself?” makes the question 
sound natural in the customer’s 
mind—and it brings out a definite 


answer at once. 
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The last word in style presentation ix 
Burdine’s flying f. 


Beach Shop. 


| RUTH HARRINGTON brate the opening of their new Miami 
| 
\ | 
\ 
— — 
EASTERN AIR LINES PHOTO 
| 
| “FASHION In The AIR’’ 


Two Shoes are featured in the 
showing — The 1936 Sunshine 
Fashion Sandal and Cadet, the 
already famous convertible shoe 


with the button-on front. 


fe 1934 We Gave You This! 


In 1935 We Gave You This! 


and now Burdine’s gives you the 1936 


Sunshine Fashion Sandal 


Sandal You'd Be lou Withew:. 


EVERY year Burdine’s Sunshine Fashion Show is a great 
event. This year it was a sensation! Instead of the usual 
promenade in the Roney Plaza gardens, this famous Miami 
store celebrated the opening of its new Miami Beach branch 
with the first flying fashion show on record, followed by 
an evening showing in the new shop. 

From its start in New York, the Eastern Airliner took 
off at eight in the morning with a distinguished group of 
fashion editors. G. Gordon Anderson, Publicity Director 
of Burdines, was host to the party with Captain Eddie 
Rickenbacker as Master of Ceremonies. And while the plane 
zoomed from January snow to Summer sun, mannequins 
on board paraded in the newest sunshine fashions—up and 

down the aisle of the big airship. 


Half Page Ad Announcing the Opening of Burdine's Arriving at Miami the plane was met by the mayors of 


Sunshine Fashion Show and featuring the Two New 
Shoes: Sunshine Fashion Sandal ye Cadet. [TURN TO PAGE 46, PLEASE | 
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PROBABLY tke best attended, and certainly 
the most enthusiastic group meetings at the recent 
National Shoe Fair, was the Foot Science section, 
under the aggressive leadership of William Pid- 
geon and the astute chairmanship of S. J. 
Brouwer. Over 200 retailers and manufacturers 
who believe in the advancement of the orthopedic 
science, attended. We reproduce here the ad- 
dress of Dr. L. P. Ramsdell, D.O., of La Porte, 
Indiana — the highlight of a bright and construc- 
tive evening. Future issues of Boot AND SHOE 
RECORDER will treat in detail the important data, 
reports and opinions given at this session, the 
program of which will be found on the opposite 


page. 


— AM discussing the relation of feet to health and I 
will discuss it from the standpoint of body mechanics. 
I am aware that you have heard this question of pos- 
ture and body mechanics discussed and you have ideas 
upon it, but I think you are in the position of the 
farmer who received a greater price for his produce 
than he expected, so he stopped in at a clothing store 
and said, “I’m going to surprise "Liza. I’m going to 
buy a new suit.” 

He bought a new shirt, a new hat, new shoe:, new 
underwear and new everything and threw the bundle 
under the seat. He drove home, saying, “I’m going to 
surprise ’Liza.” 

He turned down the winding lane that led to the 
house. He stopped upon a bridge across a little brook. 
He took off his hat and threw it in. His coat followed, 
his shirt, his shoes and so on. He looked under the 
seat for the bundle. . . . It was gone! 

He thought a while, picked up the reins and said, 
“Git up. I’m going to surprise ‘er anyway.” 

You folks may think that shoes have something to 


WHAT A HAPPY SIGHT— 
MAN WALKING LIKE @ 
ANIMALS! 


The First of a Series of Papers Delivered by Prominent Foot 
Experts at the Foot Science Meeting, National Shoe Fair, 
Chicago. Other Papers in the Series Will Also be Published 


in BooT and SHOE RECORDER 
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The TIN LADY TELLS POSTURE 


do with health and if you do I’m going to surprise you, 
anyway. 

You have heard this question of posture and body 
mechanics discussed, but you are not aware that there 
is in this country, in the field of medicine, a definite 
concerted movement in the direction of considering the 
effect of body mechanics on health. 

I have here Bulletin 164, put out out by your Govern- 
ment, the Department of Labor, the Children’s Bureau, 
and on pages 14 and 15 we have paragraphs on “The 
Results of Poor Posture.” Let me read to you the 
opening paragraph which will constitute our Golden 
Text. 


“When the body is not in proper mechanical position, it 
must function with some of the vital parts out of align- 
ment. The human body may them conpensate for the 
strain through its inherent reserve power. Once this ability 
to compensate is lost, however, symptoms of deranged 
physiology may appear and the parts affected will show 
signs of strain—at first perhaps vague, but neverthless 
severe in their cumulative results. 

“When slight and merely annoying in character, the 
signs seem plausibly to indicate deranged physiology due 
to poor body mechanics.” 

Get that bulletin for 15 cents and read it. 

I have also here a report put out by the Child Wel- 
fare Conference called at the insistence of President 
Hoover at the White House in 1931, and in this, Dean 
Garnett of the University of Pennsylvania, in discuss- 
ing operative failures, places the blame for this oper- 
ative failure upon poor body mechanics. 

This movement is getting into our popular literature. 
Collier’s of Nov. 9 carries this article, “The Low-Down 
on Heels.” The movie actresses are wearing low heels. 
Therefore, read it. 

Let us get to a consideration of this question of pos- 
ture. I bring with me my tin lady. This device is so 
arranged that it gives to us a picture of the normal 
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TRUTHS 


NATIONAL SHOE RETAILERS ASSOCIATION 
(Foot Science Section) 


William Pidgeon, Jr., Presiding 
Chairman, Foot Science Section, N.S.R.A. 


Chairman of the Evening—S. J. Brouwer 


How Can Chiropody and Shoemen 
Cooperate .............. Dr. W. J. Stickles 
President, Illinois College of Chiropody 


The Foot That Needs the 
Surgeon ....Dr. Chester C. Schneider, M.D. 
Orthopedic Surgeon 


The Feet of Our Children...... Wm. T. Darling 
Superintendent of Schools 
The Tin Lady Explains... Dr. L. P. Ramsdell, D.O. WILLIAM PIDGEON, left, is shown how the human body changes its 


. balance poise in walking by DR.L.P.RAMSDELL, D.O., of LaPorte, Indiana, 
caught while demonstrating the tin lady, a feature at the Foot Science 
Meeting, National Shoe Retailers’ Association, Chicago. 


curves which constitute the normal spine. The spine physics which said that if the weight is above the base 
should not be straight. There should be a concavity of support, then the thing is stable and it will stand 
in the lower part of the back, a convexity in the mid- without effort. Your first effort neglected this law and 
part and another concavity in the neck region. Then the pile of blocks fell over because the weight was not 
a line dropped from the ear will carry within its drop above the base of support. 


the shoulder, the hip, the knee and just in front of the But after a while, smart child that you were, you 
ankle, the ball of the foot. learned that if you piled them up like that: 
Most of us have discussed this question of posture 
as though it were something meaning that one should [ ] 
stand erect because it is good for you, very much after [ 
the fashion of a rebellious husband going to church 
on Sunday in weather that is meant for golf—some- [ ] 


thing that would do one some good! But when we the pile stood, up to an indeiinite height. Then your 

study the underlying principles of physics involved, folks began to have hope for you! 

we must go back to the time when we piled blocks on The first principle in physics that is involved is 

the floor. that if the weight is above the base of support, no 
Do you remember the first pile of blocks? You put effort is required to maintain the erect position. If 

a block there and a block there and then one over there — the weight is above the base of support, you just stand; 


and it fell over. you don’t work at it. It is the easiest position to assume. 
Why’ [| 


There is as much weight on one side of the line 
in front as there is in back and the thing stands 
there; no effort is required. If for any reason 
weight is added to the front, it must be added to 
[TURN TO PAGE 36, PLEASE] 


WHAT A SORRY SIGHT— 
ANIMALS WALKING LIKE 
MAN! 
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SUMMER ENSEMBLE 


ROBERT SNEATH; Hart, Schaffner & 
Marx’ Robert Surrey, Fashion Reporter 
and style observer-at-large. 


COMMENTING on the manner in which the National Shoe 
Fair program billed him, Robert Sneath said that he was 
in no sense a stylist, but an “observer-at-large” and a re- 
porter of styles that were being worn. His observations 
were observations and not clothing that personally he 
liked or disliked. Here’s a doctrine which all shoe men 
should adhere to: Fashion is moving forward in men - 
shoes at a terrific pace. We must, all of us, be informed 
on what is happening, when it is happening—in England. 
in Palm Beach and Hollywood, in New York, as well a: 
in our own cities. It is no longer what certain of us woul: 
like to see worn, but what the public actually is wearing. 
If we are to get our share of the big sport shoe busine=< 
that is anticipated for 1936, we not only must know spo’t 
shoes but know them ‘in relation to the clothing that is be- 
ing worn. 

As we reported in last week’s Boot AND SHOE RECORDE'. 
60 per cent of the woolens being tailored are going in\o 
sport suits. Sixty-five per cent of all tropical suits wi! 
feature sport backs of one sort or another. Seventy-five 
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Sports Clothes. 
and Summer Evening Wear 


Demand Special Footwear Coordination 


The all-important hound's tooth or Prince 
of Wales check. In black or brown it is a 
fabric with which to promote all types of 


sports shoes. 


per cent of all Palm Beach suits are definitely for casual 
sports wear. That is why sport shoes are in for the biggest 
year we have ever seen. That is why sport shoes are going 
to be sportier; street and country types smarter; and the 
popular reversed calf types even more important. 

Surrey presented for town wear two suits in a pinhead 
fabric—one single- and one double-breasted model, fea- 
turing the Duke of Kent three-button with the lowest button 
holding the coat closed. The Duke of Kent made the 
side-vent suit possible. And later it was worn by our own 
Fred Astaire. It is really in the style picture this season. 

For sports wear—three odd jacket and slack combinations 
in checked and plaid woolens, featuring particularly the 
hound’s tooth or Prince of Wales plaid. These sport suits 
were very much simplified sport suits, having three buttons 

[TURN TO PAGE 38, PLEASE] 


The scarfs you see on the forms are 
not just a whim or fancy of the figure 
dresser but an important style note, and 
an essential part of the sports attire. 
Each figure in the sports group had a 
gay scarf or a “rat catcher" kerchief in 
contrasting color to the coat and slacks. 
It is interesting for shoe men to note 
that many of the colored trims, laces and 
soles seen on the new sport shoes were 
of the exact shade featured in these 


scarfs. 
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ACCORDING to one estimate, 9,100,000 people are 
unemployed today in the United States. According 
to another, the number is 11,500,000. The truth prob- 
ably lies somewhere between these two figures. The 
problem of getting along, if you happen to be one of 
these people, is a real problem, but the problem of 
the government which must manage a country with 
about ten million of its people without any means of 
support is almost equally real. 

The problem of unemployment is not the only one 
involved. In addition, mostly because of the same 
depression which intensified the unemployment situa- 
tion, we find widespread dependency among old people, 
we find that the effects of poverty on the health of a 
large portion of the population have been increased, 
we find that there is a larger number of dependent 
children, cripples, blind people, and mothers in need 
of a helping hand. 

This audience has two immediate interests in so bad 
a situation as this is. First, you have a broad humani- 
tarian interest in trying to alleviate the distress and 
in trying to prevent its recurrence in the future; but, 
second, your own welfare depends to some extent on 
the size of the dependent group, simply because you 
cannot sell any shoes to them unless and until their 
purchasing power is at least partly restored. 

The Social Security Act, which was approved by 
the President on Aug. 14 of last year, is one of the 
efforts which has been made through legislation for 
the purpose of applying remedies to the situation. It 
is not a simple bill. It is difficult to review it briefly. 
Nevertheless, there are some clear and simple things 
that can be said about it. 

First, what is it? It consists fundamentally of three 
parts. The first part consists of the grants of the federal 
government to the states to help them with their own 
relief problems. These consist of matching state appro- 
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SOCIAL 
SECURITY 


by 
DAVID R. CRAIG 
Director of Research, 


American Retail Federation, 
Washington, D C. 


Dr. Craig explained how the present Social 
Security Act applies to the merchant and 
points out the importance of understanding it 
in relation to various alternatives suggested, 
such as the Townsend Plan, the Lundeen plan 
and some even more extreme proposals 


priations, approximately dollar for dollar, to care for 
the types of dependency that have been recognized for 
so many years by the states. These include aid to the 
present aged poor, aid to the crippled and the blind, 
help in maintaining maternal health, assistance to the 
regular public health program, and assistance for the 
child welfare and the public health progress of the 
states. These appropriations are taken from general 
funds of the United States and do not require any new 
specific income or excise taxes. 


THE second group of provisions concerns the federal 
old-age benefit plan. This has nothing to do with the 
aid to the states in caring for their present aged poor. 
It is a contributory pension plan in which contributions 
will be collected from employers and employees on all 
wages and salaries up to $3,000 a year. Employers and 
employees will each contribute the same amount. 
Employees will pay an income tax and employers 
will pay an excise tax on their pay roll. The rate 
is one per cent for both employers and employees. 
beginning next January, and it rises gradually so that 
by 1949 the rate will be 3 per cent for each. Agricul- 
tural labor, domestic servants and casual labor not in 
the course of ordinary business, service by person- 
older than 65, maritime workers, and all kinds of 
government employees and employees of non-profit 
organizations are excluded from the taxes and from 
the benefits of this part of the law. 

The third group of provisions constitutes the un- 
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And The AMERICAN RETAILER 


The Supreme Court Decision declaring AAA unconstitutional, rendered 


Page: 2! 


on the day of his address, caused Dr. Craig to preface his remarks with the 
suggestion that the Social Security Act may be declared void too. Regard- 
less of the constitutionality of the Act, he indicated the problem of social 
security remains essentially the same, and one to which the nation must 


employment compensation plan. There is no federal 
unemployment compensation plan. This part of the 
law encourages and stimulates the legislatures of the 
states to establish unemployment compensation plans. 
(Nine states and the District of Columbia already have 
such plans.) The stimulant which the federal govern- 
ment applies is an excise tax on the pay roll of em- 
ployers of eight or more persons, from which a credit 
may be deducted up to 90 per cent of the tax for any 
sums paid to a state unemployment reserve fund. This 
is a strong incentive to employers in the various states 
to be sure that their states pass an unemployment com- 
pensation law. If they have such a law, their money 
goes for the provision of benefits to the unemployed. 
If they have no such law, they pay the tax anyway into 
the general treasury of the United States for whatever 
purposes Congress sees fit to appropriate it. 

For 1936, the amount of this tax is one per cent, and 
it began last Wednesday morning at 12:01. If during 
1936, any of you, during each of 20 weeks employs 
eight or more persons, you will be subject to a tax on 
your total pay roll, amounting to one per cent. If 
your state has passed an approved unemployment com- 
pensation law, 90 per cent of your money will remain 
in your state, to be used for the relief of unemployed 
persons. If it has not, it will be received in Washington 
by the Treasurer of the United States. 

What is the total cost of this law to you as em- 
ployers? The cost this year amounts to one per cent of 
your pay roll. The cost next year amounts to 3 per 
cent of your pay roll (one per cent for the old-age 
benefits and two per cent for the unemployment tax). 
The percentages rise slowly, until in 1949 it will have 
reached approximately six per cent of your pay roll. 
I say approximately for three reasons. One is that the 
states are setting up merit-rating plans by which, if you 
succeed in keeping your labor turnover fairly low and 
if your employment is relatively stable, your rate of 


give serious consideration. 


taxation for unemployment will be reduced. The 
second reason is that the rate of the excise tax in the 
state laws already adopted varies to some extent The 
greatest variation so far is three-tenth of one per cent, 
so that by 1949, if there are no changes in the law, 
your rate will be somewhere around 6 per cent. The 
third reascn is that the law will probably be changed 
anyway. 


THIS, in very sketchy form, is the law and its cost to 
you as employers. As merchants you will surely be 
interested in knowing what you get out of it. In order 
to answer that question, we must go back to the various 
attitudes that we can take toward unemployment. Six 
hundred years ago a man who became unemployed 
and dependent on the community, was told that he 
must seek employment only in a restricted area. In 
1547 a workless man was branded on the shoulder with 
a “V” (for Vagabond) and was held as a slave for 
two years. If he went outside his bailiwick to get a job, 
and got caught at it, he was then branded on the cheek 
with an “S” (for Slave) and anybody could have him 
that wanted him. 

There is a long distance between that restriction and 
the present efforts of the United States Employment 
Service to locate jobs for men, no matter where they 
are. This attitude was combined subsequently, however, 
with the idea that the rich must take care of the poor, 
and after a century or two in England we have the 
laws which degraded the unemployed and took away 
their votes; but by 1884. the public feeling was that 
special consideration was due to them. The philosophy 
on which our present relief system is based is exactly 
the same as that. Those who have are taxed to support 
those who have not. 

But in more modern times still, we encounter other at- 
titudes toward those who are dependent, attitudes which 

[TURN TO PAGE 38, PLEASE] 
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From an Address by Dr. Craig at the National Shoe Fair 
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FIRST STEP TO 


TWO words have their timely significance—Shoeman- 
ship and Showmanship. Only one letter in each word 
needs to be transposed and yet what a difference! 
The best shoes, without showmanship, are but shelf 
warmers. 

The January shows are over and shoemanship at 
its best, in all grades and types, at all prices and for 
all human uses, were on display. But shoemanship 
cannot cease there. The shoes must be carried to the 
public with the same dramatic and dynamic interest. 
That’s where showmanship comes in. 

We had occasion to stay in the West for several 
weeks after the Big Show, attending other conventions 
and visiting with merchants in cities and towns, large 
and small. And we hope that our curbstone deduc- 
tions from these visits are wrong. We visited with 
some merchants who evidently have “chronic blind- 
ness” deep in their systems for, if they had any curios- 
ity at all, they would have put into immediate practice 
some of the things that they had seen. Too often these 
merchants return from market with nothing more than 
a crop of good stories and a desire to repeat them. 

A number of days spent looking at beautiful shoes, 
in the most modern of settings, should develop some 
ideas of comparison. Do these merchants believe that 
they can continue to operate dusty, dirty stores in 
the face of the progress that has been made in shoes 
that are light, dainty and colorful? The goods some- 
how do not seem to fit into the stodgy shoe store setting. 

We might be bold enough to tell a plain truth— 
what the shoe stores of this country need more 
than anything else is soap and water and elbow 
grease. Window boxes that are dirt-rimmed; 
glass that is fog-edged and entrances that are 
grimy with grit certainly do not attract modern 
men, women and children to enter and purchase 
new or fashionable or useful footwear. 

The less we say about the antique interiors, the bet- 
ter—for it is obvious that if the approach is so un- 
satisfactory, the interior will be even less attractive. 
Soap and water might go even deeper, for some of the 
clerks look as though they, too, needed it. 

And all this in the year 1936! What is it all lead- 
ing to? The answer was given us by a man who for 
many years had owned his own business and was now 
managing a chain store. He said—“If I only had 


1936 


BOOT AND SHOE RECORDER, January 25, 


SHOWMANSHIP 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


whipped myself the way chain store headquarters gives 
it to me now, I would still be in business for myself. 
As it is, I am manager of a chain store. I wash my 
own windows and keep the store spick and span be- 
cause there is always a district supervisor keeping tabs 
on store cleanliness. 

“IT always saved light in the old store. Here I am 
a spendthrift with it because electric illumination is 
part of the art of showing the goods. I am compelled 
to take a physical inventory every week, whereas when 
I ran my own store I only did it once a season—and 
then by guess and by gosh. I have no petty cash till- 
tapping here where in my old store any money was 
my money. I have learned through the nose how to 
operate a retail store—for somebody else.” 

So we say in these few words—to all retailers, 
everywhere: “Open Your Eyes.” We are in the 
year 1936 and showmanship is equally as impor- 
tant as shoemanship. You may know all there is 
to know about shoes, but unless you are able to 
carry that message to the public in a modern, at- 
tractive, clean setting, you are not going to be in 
the picture some months or years hence. Clerks 
who think that a shoe store is just a place to sit 
and wait for customers are going to find sitting 
on a park bench a cold and tiresome future. 

The shoe stores of this country must modernize and 
that doesn’t necessarily mean new Hollywood fronts, 
modernistic furniture and perfume. It does mean mak- 
ing the store attractive to the customer to trade in. A 
start has got to be made with a neat store, scrupulously 


clean. 

Shoe stores that were tops in the “horse-and- 
buggy” days need to be aroused to the passage of 
time. These are the days of the automobile and 
airplane; better homes and hotels; palace 
movies and romance films. People have a taste 
and ambition for glamorous things and they are 


‘not going to be satisfied with trading in a junk- 


store atmosphere. 
The beginning of showmanship is in giving 


shoes a fair chance to be seen. 
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THEY WEAR 


You know that people like long-wearing shoes. 
a lot of people have to think of economy- 
life 


that the life of a 


You know that 
shoe depends on the 


And you know 
of the sole. 


So the rest is easy- W 
featurin 


ft-liking customers to 
sure-footed, 


le ever built 


in those thri 
g shoes with tough, 


your store by 
waterproof Goodyear Wingfoot Soles — " so 


WINGFOOT 


ALS SOLES 


HEELS 
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WHITE SHOE 


For 


hi ormal Daytime Wear with prints or with pastel silks. All-white accessories have new 
fashion interest this year, judging from late-season Riviera reports—be prepared with open-toed 


sandals in: 
White Glazed Kid—New Castle Division 


White Glazed Kid No. 50—Standard Kid Division 
Vode White Doeskin No. 901, Standard Kid Division 
For Vode Cream Doeskin No. 900, Standard Kid Division 


Sports and Spectator Wear. Both all-white shoes, and white combined with another 
color (russet in particular) fit into the picture here. Detail them in: 


Vode White Doeskin No. 901, Standard Kid Division 

Vode Cream Doeskin No. 900, Standard Kid Division 
White Pig Grain No. 750, Standard Kid Division 

White Baby Alligator Grain, No. 770, Standard Kid Division 
White Rinka No. 550, Standard Kid Division 

White Mocra No. 570, Standard Kid Division 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 


When writing advertisers please mention Bogt and Shoe Recorder 
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OF A PAIR OF 


It was at the store of a dealer serving men in a large city 


that we obtained this story to relate. “I hear you use Kistler 
BENCH BRAND sole leather for your shoes” said a customer 
to the salesman. “Yes” was the reply, “we regard that as un- 
surpassed sole leather. All our shoes are bottomed with it.” 
Having been fitted the customer left the store perfectly satis- 
fied with his purchase in respect to style, fit, price and wear. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


A BALANCED TANNAGE 

can be helpful in speeding up your sales. What customer 
would not be impressed with the knowledge that the sole 
leather in shoes being purchased is an unsurpassed tannage? 
BENCH BRAND sole leather is a product of heavy hides and 
old-time bark tanning; fine of grain, firm in substance, supple, 
moisture resisting and full of wear to every iron of thickness. 
Emancipate yourself from any doubts about sole leather. 
Capitalize Kistler BENCH BRAND sole leather. 


FOUNDED - 1840 


When writing advertisers please mention Boot and Shoe Recorder 
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A group of sale ads that reflect style and 
the attractiveness of good layout, as well 
as the price argument. 


SALE ADS 
SHOULD BE SMART 


THIS is clearance sale season, and the current news- 
paper advertising of retail shoe stores certainly re- 
flects that fact. Sale advertising dominates the papers, 
not only in shoes but in most lines of merchandise for 
which custom has established the early weeks of the 
new year as Winter clearance time. 

Most retailers, we believe, deep down in their hearts 
deplore the necessity of all this price cutting and price 
publicity. Some of them are dead set against it. Never- 
theless, the custom of having clearance sales twice a 
year seems so ingrained in retail practice that most 
shoe men are inclined to trail along with the rest. No 
doubt they feel that a practice which is so general and 
which has been followed for so long must have some 
sound reasons for existence. And that, in many in- 
stances, is true, at least to the extent that this is a time 
of year when most stores have a considerable accumu- 
lation of leftovers, consisting of Fall and Winter shoes, 
which they would like to dispose of quickly before 
Spring. 

So the majority of retailers decide to have a sale 
and, having so determined, they think at once of adver- 
tising. The purpose of a sale is to dispose of as many 
shoes as possible in a short space of time. To do that, 
one must tell the public all about it, and especially 
about the price. inducements, which form the keynote 
of the selling story. Up to this point, the reasoning of 
Mr. Average Shoe Merchant is perfectly sound and 
logical. 

But now comes the questionBof how to advertise 
the sale. And it’s at this point that a great many re- 
tailers make their most serious mistake. They are 
often inclined, either to over-advertise their sale or 
under-advertise it. In the first case they are likely 
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Wetherby Kayser 


Wiese Shoe Merchants Know They Can't 

Afford to Depend on Bold, Black Type 

and a Cheap Price Appeal to Put Over 
a Successful Clearance. 


to resort’te a kind of advertising which through 
over-emphasis on price tends in some measure to 
destroy the reputation for quality and _ service 
that they have been carefully and patiently building 
up. ‘during the other months of the year. In 

ty [TURN TO PAGE 36, PLEASE] 
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On STANDARD WHITE No New DE LUXE 
Dr. Scholl’s Zino-pads FS 9 Dr. Scholl’s Zino-pads 
CONSISTS OF CONSISTS OF 

114, Doz. Boxes for Corns 1% Doz. Boxes for Corns 
¥, Doz. Boxes for Soft Corns : 14 Doz. Boxes for Soft Corns 
Doz. Boxes for Callouses Doz. Boxes for Callouses 
14 Doz. Boxes for Bunions 4 Doz. Boxes for Bunions 
| FREE’, Doz. FREE 1/, Doz. 
Qa Boxes for Corns | Boxes for Corns | nec 


Packed 


in 
Attractive 


\ 


Zino. -pads 
COMBINATION OFFER 


CONSISTS OF L! Scholls 


One Free Goods Deal on New DE LUXE Dr. Scholl’s Z net 
Zino-pads at $5.60...and One Free Goods Dealon am 
STANDARD WHITE Dr. Scholl’s Zino-pads at $4.00. 


AND One Zino-pad Counter Dispenser FREE 
Which Features Both Kinds of Dr. Scholl’s 
Zino-pads New DE LUXE at 35c and STAND- 
ARD WHITE at 25c. 


ALSO 100 Samples of New DE LUXE Dr. Scholl’s 
Zino-pads FREE for Distribution Over Your 
Counter and in. Packages. 


Display Them This Way And Your 
Order Is As Good As Sold! 


Always in good demand, Dr. Scholl’s Zino-pads in their : 

new Counter Dispenser are selling more rapidly than 
ever. Coupling of the New DE LUXE, flesh color, esp 
Dr. Scholl’s Zino-pads at 35c with the STANDARD 

WHITE at 25c in this Dispenser is proving a won- 

derful combination. Put it to work for you at once! 


THE SCHOLL MFG. CO., Inc. 


Makers of Dr. Scholl’s FOOT COMFORT Appliances and Remedies WIHE I 
213 W. Schiller St., Chicago 62 W. 4th St., New York City idth, 614" 


Depth, 10° 


THIS MEANS PROFIT FOR YOU! DON’T DELAY! ORDER NOW! | 


When writing advertisers please mention Boot and Shoe Recorder 
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1 THERE are five Saturdays 

in this, the shortest month 
of the year. Be sure that you 
have something special planned 
for each one of them to stimu- 
late sales. Today, for instance, 
you might have a good special 
on women's hosiery. 


5 MAKE your weekly check 
- of stocks today. And re- 
solve to keep a closer, more 
accurate tab on Spring styles. 
Many of those shoes you sold 
in your January sale at cost or 
less could have been sold at 
a profit earlier if you had been 
doing this. 


13 THERE should be a 

window of attractively 
boxed hosiery and slippers, 
with cards suggesting these as 
“the perfect Valentines." A 
small ad today on the same 
idea would also be worth while 
and should bring in some plus 
business too. 
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THE RETAIL 


To Produce 
More Profit Through Planning-— 


WHEN Easter is late, as 

it is this year, it is ad- 
visable to start your Spring 
styles campaign early. By do- 
ing this, you really get two 
Spring selling seasons — the 
early season and the pre-Easter 
season. That's why we say “talk 
Spring now." 


10 THE beginning of a new 

season is an ideal time 
to launch the Hosiery Club 
idea. It keeps customers com- 
ing back for more throughout 
the season. Why not devote 
one window to this today? The 
best club plan is to give | pair 
when 10 or 12 have been pur- 
chased. 


1 4 ST. VALENTINE'S DAY. 

In your hosiery window 
display place a card saying, 
"Take her a box of hosiery to- 
day for her Valentine.” Have 
you planned some good specials 
for tomorrow's selling? Be sure 
on feature them in tonight's 
ad. 


3 TRY to get a little Spring 
atmosphere into your win- 
dows when you put in your 
new trims for the week today. 
A large vase of artificial flowers 
in the background, and some 
new display cards that talk 
"Spring" will help out. 


THE advertisement in to- 

night's papers for Satur- 
day selling should be a Spring 
styles ad. Use plenty of space 
and make your ad as smart 
and interesting as you possibly 
can. Focus attention on a few 
of your best styles—and play 
up hosiery. 


11 IF you did put in a 
Hosiery Club window be 
sure and follow it up with a 
letter to your trade telling them 
about the idea. Enclose a 
membership card in your Ho- 
siery Club. When the neces- 
sary purchases have been re- 
corded on the card it will be 
good for one pair free. 


15 DO you do shoe repair- 

ing? If not, why don't 
you make arrangements with 
some local repair shop to do 
your work, and then advertise 
shoe repairs as a feature? It 
will help your business, not hurt 
it, and will bring many people 
into the store. 


4 BY this time you have 

enough advance Spring 
styles to talk about, so why 
not get out a brief, newsy letter 
to your customer list, telling 
them about what's new? You 
must begin now to direct the 
thoughts of your trade to new 
Spring footwear. 


8 BE SURE that every sales- 

person is well informed on 
the new Spring shoe styles, and 
the new hosiery colors. And 
remind them that they're to 
talk about them to every cus- 
tomer. Have some interesting 
interior displays of Spring 
styles arranged. 


12 LINCOLN'S BIRTHDAY. 

Do not forget to put a 
little patriotic display in the 
window, in keeping with the 
day. And be sure you make 
your regular weekly check of 
stocks today too. When you've 
finished compare it with the 
check of last week. 
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17 TIME for a complete 
change of all window 
displays — and be sure you 
make them interesting! Spring’ 
is your big theme, and, with a 
few new styles coming in 
every day or so, you have 
plenty of material to keep your 
displays new and alive. 


91 TOMORROW is Wash- 

ington's Birthday. Why 
not tie in the idea with chil- 
dren's shoes in a one-day spe- 
cial selling, offering a little 
red hatchet or some other 
Washington souvenir with every 
pair sold? Feature this in a 
good ad in tonight's paper. 


94 REARRANGE your 

Spring style windows to- 
day. Have you decided when 
you will put in your Spring 
window backgrounds and trims? 
Consult last year's records and 
see what you did then. Per- 
haps you made some notes that 
will guide you this year. 


98 TOMORROW is Leap 
Year Day, an extra busi- 

ness day for you. Doesn't that 
suggest a special event, to be 
advertised tonight as "Special 
Values for Leap Year Day''? 
thaps you can pick out sev- 
eral good values and name 
prices ending in 29. 


Calendar tor 
FEBRUARY 


A Working Schedule for Busy Merchants 


18 IF you sent out a letter 

two weeks ago on ad- 
vance Spring styles, a very ef- 
fective follow-up would be a 
simple postal card saying, 
"Since we wrote you on Feb- 
ruary 4, we have received ex- 
actly 67 new Spring footwear 
styles. Come in and see them.” 


9 5 IN another week or so 

you should be sending 
your customers a really pre- 
tentious Spring style announce- 
ment, and it is time to be 
planning it. Make it a SELLING 
announcement, not merely a 
pretty folder. Picture actual 
styles and quote prices. 


9 PUT in an_ attention- 

getting sale window if 
you're having a "Leap Year 
Day" sale. And in addition 
have an interesting window of 
Spring styles and some tempt- 
ing interior displays to catch 
the eye of those who come in 
response to your sale ad. 


1 YOU have now had the 

new hosiery shades for 
Spring in stock long enough so 
that today's stock check should 
give you a good idea as to the 
colors that are going to be 
“best sellers." Be sure that 
you have adequate stocks on 
all these colors. 


having a special seliing of 
children's shoes today be sure 
and have an interesting window 
display that plays up the give- 
away item. Freshen up your 
women's displays too with any 
newly arrived styles. 


9 TODAY is the last day 

you will check stocks in 
February. How do today’s fig- 
ures compare with those for 
the first of the month? Are you 
keeping stocks clean? Are you 
avoiding costly “outs’? A 
stock check is important only 
if you do something about it! 


Spring selling gets under 
full headway next month. 
Plan to make it a record 
season for shoe selling. 


22 BIRTHDAY. If you are —— 


9 IN another week or ten 

days you are going to 
be wanting your decorative 
material for your Spring win- 
dows and interior trim. Have 
you ordered everything you 
will need? Why not plan your 
display cards now and get 
them ready in advance too? 


97 HAVE you made plans 
for your March selling? 
March will be a big month and 
a busy one. Don't wait until 
you're into it to wonder what 
you can do to make business 
better. Decide now, and then 
be ready to ACT when the 
right time comes. 
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BOOT AND SHOE 


WHOOPING It UP 
AGAIN --- - 


The new 1936 edition of gallop- 
ing “Buckoroos” is doing a 
better selling job than even our 
last season's record breaker. 


FEATURED IN 9 POPULAR COLORS 


IN STOCK NOW _ All $4.75 


AAAA to C widths 
Sizes 3 to 9 
Brown No. 300 Rust No. 302 Saddle No. 308 


Black No. 301 Grey No. 304 White No. 306 
Blue No. 303 Beige No. 305 White & Brown No. 309 


CARLISLE SHOE CO. 


47 West 34th Street New York City 
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REGIONAL /S SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 

T. W. GARDINER CO. 
LYNN, MASS. 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 

KRENTLER BROS. CO. 
ST. LOUIS, MO. 


UNITED ‘LAST CO. KRENTLER BROS. CO. 


«'BROCKTON, MASS. MILWAUKEE, WIS. 
STEWART & PoTTERCO, THE LAST WORD ynitep tastco., ttD. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Be Prepared.. 


for the many extra sales that can be yours 
due to the long mid-winter week-end, 
February 22nd. This is the time when all 
outdoor enthusiasts take their Winter va- 
cations, and you can do your part to make 
it enjoyable for them and profitable for 
yourself by having in-stock, for their selec- 
tion, the very best Hi-Cuts and Ski Boots 
made. “ORIGINAL CHIPPEWA’S” are 


carried in-stock for immediate delivery. 


Number 2100 . . . Choc. Water- 
proof Welt. Leather- 
lined vamp, full grain gusset, 
all eyelets, straight extension 
edge, grain insole, steel arch 
cugpers, flannel top band, out- 
side counter pocket, plain toe 
hard box, cross crease, heavy 
double oak sole double 
stitched, leather terraced heel. 
Last 50 in-stock EE width. 
sizes 6 to II. 


IN 
STOCK 


Number 4553 . . . Choc. Water- 
proof Chrome 16 in. Welt. Pac 
toe, leather-lined vamp. full- 
grain gusset, leather laces, out- 
side counter pocket, steel stud 
hooks, reinforced wing back 
stay, grain insole, outside to 

band, steel arch support, full 
double oak sole double stitched, 
whole leather heel. Last 36 in- 
stock E width, sizes 6 to 11. 
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| Denver Fights Hosiery 
Peddlers 


Denver, Co.o.—Why buy hosiery from peddlers?” 
was the caption of a smashing page-length, six-column 
ad appearing in the Denver Post recently. 

“Compare values,” says the ad, “before you ‘pay 
down that small deposit’ to the silver-tongued sales. 
man—who knows his stuff. 


You Are Told in a Very Convincing Manner by 


peddlers | because Direct-trom-the-Mille-te-you 


These Peddlers OMIT Telling You 


of These Facts which are NOT shown in the “cleverly prepared chart” but which Are 
Very Decidedly a part of Direct Selling Organization Expense. 


THE SALESMAN is paid his profit of 15 per cent or more which as a rule is the 
—in addition ‘averages a certain num- 


tial order, 
ber of sales hei given bons of per ta 35 


the customer pays. 


THE BRANCH MANAGER comes ir for his_pere on the orders taken in 
supervision. In many ) the Branch Office Rent is 

paid by the main office—which goes in to the price of your purchase. 

Doe to the many changes of Branch Managers there are unavoidable expenses which 

musgbe paid by the main off ce—and are added to the price of the hose. 

Office stationery, printed matter, etc.—are expenses never mentioned to you. 


hil 


THE DIVISION MANAGER or District Manager is his traveling expenses, in 
whose 


4 


vestigators—Sales Prometors—Home-Office 


All these their expenses, 


it 
4 


SPECIAL PRIZES — Cash — Watches — Clothing—even Automobiles are sometimes 
added in to the price on the order blank. 


CONVENTIONS — Special Sales _ amounts must be 
manufacturing is necessary. 


y 


Do Not Be Misled by “THE GUARANTEE” 


‘tome Kave gained thet of 
(AINE ta order to which wes her st ber 


be promined, when taking your order te 


“Do you know that in most instances the price you 
pay for hosiery bought at your front or back door i- 
more by the single pair or by the box than your own 
merchant would ask you?” 

The ad then tells housewives why the argument- 
are entirely false which promise any savings becaus« 
of the “direct-from-the-mills-to-you” plan of selling. 
It tells of the salesman’s commission, the cost of the 
local manager and his office, the branch manager an 
the division manager, as well as the stationery, prize- 
and conventions, all of which must be in the price «! 
every pair of hose. However, the most compelling pa‘! 
of the whole ad is the statement signed by George \\. 
Marland, Chief of Police of Denver. It is really a 
masterpiece of good advice. 
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Burt’s Shoe, Sere, Chicago, Mlinois 


Luxurious Beauty Underfoot 
Helps Sell Footwear 


A shoe feels softer, more pliant, more com- 
fortable when those first testing steps are 
taken on a luxurious, high pile carpet. 

Likewise the beauty of a tastefully pat- 
terned, soft floor covering creates that favor- 
able first impression on customers as they 
enter the shop. They respond more readily 
to the salesmen’s selling efforts. 

Such considerations were behind the selec- 
tion by Burt’s Shoe Store, Chicago, Illinois. 
of a Special Mohawk Wilton for the new 
store illustrated above. 

The result was the creation of a beautiful 


establishment, where good taste combines 
with efficient arrangement to increase the 
sales volume of fine shoes. 

Mohawk manufactures a line of quality 
Broadlooms, both in solid colors and in 


scores of lovely patterns. 
They come in seamless widths from 27 


inches to 15 feet. 

Wire Mohawk collect when you have a 
floor covering problem. The Mohawk Ad- 
visory Service will gladly cooperate without 
cost in finding the most attractive and eco- 
nomical solution. 


MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 295 FIFTH AVE., NEW YORK, N. Y. 


Regional Sales Offices: 
BOSTON CHICAGO DALLAS 
LOS ANGELES PHILADELPHIA 


DES MOINES DETROIT 
SEATTLE ST. LOUIS 


1936, Mohawk Carpet Mills, Inc. 


DENVER 
SAN FRANCISCO 
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HOT SUMMER STYLES COME OUT OF 
TEXAS FIRST 


M. A. DANIELS 


General Chairman in charge of ar- 
rangements for Texas and Oklahoma 
shoe retailers convention at Fort Worth. 


TO all practical purposes the joint 
convention of the Texas Shoe Retailers 
Association, the Oklahoma Shoe Re- 
tailers Association and Southwestern 
Shoe Travelers Association held at the 
Hotel Texas, Fort Worth, Tex., Jan. 
20, 21, 22, could well have been 
designated a “home coming” event. 
With Louis F. Tuffly of Houston as 
president of the N.S.R.A.; L. E. Langs- 
ton of Fort Worth, as manager of the 
same organization and E. H. Moody 
of San Antonio as president of the 
N.S.T.A., many of the business ses- 
sions oriented around these three out- 
standing Texas shoe men. 

Proving in a most practical way 
their intention of giving their good 
friend and fellow member, Louis F. 
Tuffly, their whole-hearted support 
during his career as president of the 
National Association, the Texas Shoe 
Retailers’ Association started an ener- 
getic drive throughout the state to in- 
duce every shoe man to become an 
active member of the N.S.R.A. As 
Judge Marvin H. Brown, who pre- 
sided at the Monday luncheon, so 
aptly put it, “This team of Tuffly and 
Langston is not headed for the last 
round-up, but for the best round-up 
the N.S.R.A. has ever experienced.” 

It took more than a blizzard to keep 
the hundreds of retail shoe men from 


Retailers of Texas and Oklahoma Discuss Styles 


and Merchandising at Successful Convention 


all over Texas, Oklahoma, and Louisi- 
ana, and even Kansas, from attend- 
ing this resultful convention. The 
volume of orders actually written up- 
held the earned reputation of this 
gathering as being the best regional 
“buying convention” in the country. 

Throughout the Southwest, business 
conditions are such that retailers in 
practically all lines are indicating a 
current net increase in sales of from 
10 to 25 per cent. A definite convic- 
tion that this business will be main- 
tained throughout the year, regardless 
of its being a political year, or what 
Washington may do, was expressed on 
every hand. 

On all sides, shoe buyers, traveling 
men and stylists, confidently predict 
a most colorful and active spring 
business. Foremost in making good 
business, is the policy of nearly all 
buyers to return to “across the board” 
merchandising. One pattern will be 
played from three to twelve different 
ways, depending on the volume of the 
trade. This trend is true in men’s and 
children’s shoes as well as_ the 
women’s. Some lines boasted of as 
many as 30 different samples, all on 
one pattern. Sample rooms which did 
not have such a program to offer ap- 
parently suffered from the lack of it. 

The pronounced tendency to buy 
fewer patterns, but more in sets, means 
that retailers are taking a good pat- 
tern they are sure will suit their trade, 
then planning to do a real job in pro- 
moting and romancing that style. 
Dealers played their individual 
hunches from the thousands of pretty 
and new ideas offered them among the 
177 lines on display. 

Convention style flashes: 

Louis F. Tuffly, Houston — We 
bought brown and blue trimmed in 
white, then sudden calls for black 
patent leather trimmed in white in 
a high heel toeless sandal caused a 
quick covering today. 

Ben Phelps, Shreveport — Square 


toes are a trend now and have de- 
cidedly cut in to round toes, especially 
in our volume shoes in the low heels. 

W. E. Ecton, Oklahoma City— 
Pumps are coming in strong. Most 
of them are trimmed shoes of the deli- 
cate types. 

Harold Volk, Dallas—Whites will 
be promoted much later than usual, 
due to the tremendous influence of 
rough leathers for early Spring. White 
nappy leathers will be outstanding on 
sports for early wear. Women are 
buying suedes this Spring because we 
did not kill suedes last year by ex- 
cessive sales. 

Alex Hesselson, Fort Worth—Fresh 
interest in high heels is quite notice- 
able in our medium and fine grade 
trade. 

An analysis of many orders placed, 
definitely revealed certain distinct 
trends, chief of which was the impor- 
tance of fabrics and linens in the two 
extreme price groups, fine shoes and 
the low price field, with the same rea- 
son in each case—price. The shoes 
retailing from $6.00 to $8.50, large 
operators report the great majority of 
their white business is on all-over 
white kid. Sandals have every reason 
to be the leading pattern for Spring 
selling. Patent leather orders seem 
mostly confined to dressy types in 
outstanding patterns. A tremendous 
swing toward all kinds of sport shoes 
was evidenced. Nappy soles showed 
increased strength, especially to those 
buyers interested in the nurse trade. 

Red kid in the popular price field 
started selling early, with reordering 
being done on them at this show. 
Shantung and print fabrics in open 
sandals were feebly bought, with the 
thought of adding color to the after- 
Easter selling. Pastel and iridescent 
patent leather open sandals for im- 
mediate delivery was considered sinart 
buying by many. White patent, “dark 
horse” in open sandals, was picked by 

[TURN TO PAGE 46, PLEA-E] 
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Retail demonstration of new merchan- 
dising idea creates a sensation » » » 


» » » Hundreds of shoe 
retailers see the light 


With a complete stock of Flexible 
Shoes in all sizes and widths in 
three leading styles, Crosby Square 
executives and merchandising 
men took the National Shoe Fair 
by storm. 

Their model retail store was the 
talk of the Show. During busy 
periods it looked like a Main 
Street emporium on the Saturday 
before Easter—but the customers 
were shoe retailers, and they were 


going wild over the Crosby Square 
Flexible demonstration, just as 
men do everywhere. 


It is as difficult to impress an old- 
time shoe merchant with a retail 
shoe story as it was for the old- 
time vaudeville artist to make the 
orchestra laugh.- But this idea 
works with any group of men — 
anywhere—any time. It has what 
your business needs to pull it out 
of the everyday rut and start it 
on a long, steady advance. Write 
or wire at once for the Crosby 
Square Flexible proposition. 


HICAGO SHOW 


Why I built a retail shoe store on 
the 8th floor of the Palmer House 
— and personally fitted many of 
America’s leading shoe merchants 
The significant thing about the Crosby 
Square Flexibleidea is not what we say 
about it, but what it actually can do on 
the floor of a retail store. We were will- 
ing to stand or fall by that test, before 
the most critical group of consumers 
whichcould be gathered in these United 
States — the shoe retailers themselves. 
The results more than vindicate our con- 
fidence. I have never seen anything in 
this business or any other business like 
the spontaneous reaction to this idea, 
which warmed up the most skeptical— 
men who had sold rigid arches for 25 
years and really made a study of the 


subject. of 


Foeby Square 


WALTER BOOTH SHOE COMPANY, 302 North Broadway, Milwaukee, Wis. 


When writing advertisers please mention Boot and Shoe Recorder 
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Tin Lady Tells Posture Truths 


[CONTINUED FROM PAGE 17] 


S. J. Brouwer's interesting demonstration of the effect of foot pressure on the 
nervous system was a center of interest at the Shoe Fair. 


the back to compensate. That brings up 
this problem of protruding front. Some- 
one has defined an adult as an individ- 
ual who has ceased growing at both 
ends and is still growing in the middle. 
Remember, if you stick out in front you 
have to stick out in back to compensate. 


Any weight which is added to the 
front of that line must be added at the 
back to compensate. Any disturbance 
of that weight relationship will bring, 
as a natural result, a realignment of 
the forces of the body. Let us go back 
and pile the blocks once more. If in- 
stead of piling my blocks properly I 
pile them so that the weight does not 
come above the base of support, then 
effort must be expended to maintain 
the erect position. 

Applying this to our problem here, 
there are many reasons why there 
should be a realignment of the dis- 
tribution of weight. 

It has been estimated by engineers 
that a man weighing 170 lbs., five ft. 
and four ins. tall, if three-quarters of 
an inch is added to his heel it will cause 
him to do the work of an equivalent 
to lifting 56 Ibs. So you see where 
that force comes in? By the addition 
ef height, we have realignment of 
forces and it is the same as asking that 
individual to carry a load. 


This is an impossible situation. We 
are violating two laws of physics, and 
they must be complied with in order 
that an individual maintain balance. 
Compensation will take place in two 
places—in the foot structure and in the 
flexible portions of the back. Notice, 
as I straighten the lady, what must 
happen to the foot structure. There 
will be a shortening of the calf mus- 
cles and an accentuation of the instep. 
At the same time there will be changes 
in the curvature of the spinal struc- 
ture. 

I asked a school youngster, “What is 
posture?” 

She said, “It’s the way you stand or 
sit or lie.” 

But body mechanics is a question 
not only of the: way you stand; it’s 
the way you feel and the way you act. 
I have here a little poster which brings 
that idea home just a little better than 
the others. 

“What a happy sight—Man walking 
like Animals.” 

Then I have just the opposite: 

“What a sorry sight—Animals walk- 
ing like Man.” 

Posture is not only the way you 
stand; it is the way you feel and there- 
fore the way you act. 


Sale Ads Should Be Smart 


[CONTINUED FROM PAGE 26] 


the. second case they may, through fear 
of price publicity, adopt such a con- 
servative policy of style and treatment 
that the ads will lack the necessary 
punch to put over the sale. In this 
case, both the advertising and the sale 
are likely to prove a disappointment, 
through failure to achieve their pri- 
mary purpose of moving goods quickly. 

What sort of newspaper advertising 
should the shoe merchant use to giv: 
publicity to his clearance sale? Natu- 
rally it isn’t possible to lay down : 
definite, hard and fast rule that wil! 
apply to every store. But there doesn’t 
seem to be any sensible reason why 
any store’s clearance sale ads shoul! 
be any less interesting or attractiv. 
than the advertising the store uses ai 
other times. Nevertheless, a_ grea! 
many stores that go to a lot of pain 
to plan advertising of a really credit- 
able character for the rest of the year 
permit their standards to slip lament- 
ably during sale time. 

The reason this happens, no doubt, 
has something to do with the price 
appeal which the stores make to their 
customers during the clearance period. 
Many merchants and many advertising 
men seem to associate together in their 
minds the ideas of price advertising 
and bold, black type. If you talk about 
price, you must hammer the thought 
home with sledge hammer blows, they 
conclude, and the way to do that is by 
the use of big type, the bolder the 
better. Moreover, if one may judge by 
some of these ads, the advertisers be- 
lieve their customers are interested in 
nothing but price during sale time. 

With both of these conclusions we 
take issue, and we believe that a grow- 
ing number of shoe retailers of today 
take issue with them too. We contend 
that an ad whose principal and most 
compelling argument is price, can be 
made just as attractive from the stand- 
point of appearance as any other sort 
of an advertisement, if sufficient 
thought and care be given to its plan- 
ing. Sale ads do not have to be the big 
bad wolf kind at all. You can talk 
about shoe values in ads that are just 
as interesting and every bit as attrac- 
tive and eye-compelling as the ads in 
which you talk about style. And you 
can talk about style, quality and a lot 
of other things besides price in sale ads 
without violating any moral code that 
we know anything about. 

Illustrations should be used as at- 
tractively in sale ads as in the fash- 
ion advertising you use to announce 
the arrival of your shoes for the new 
season. The fact that people may be 
buying your shoes at lower prices dur- 
ing sale time doesn’t make them a »it 
less interested in the style or the attrac- 
tiveness of the shoes. It’s the style, as 
well as the price of the shoes that will 
help you sell them, and therefore you 
should plan to make your sale ads just 

[TURN To PAGE 44, PLEAS’) 
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Hootkins Heads Southwestern 


Travelers Association, at Convention in Fort Worth, Reports Paid 
Membership of 269, Second Largest in History 


Fort WortH, TEX.—More than half 
of the total membership of the South- 
western Shoe Travelers Association 
gathered in the Cactus Room atop the 
Hotel Texas on Saturday afternoon, 
January 18, in annual convention. This 
meeting, as usual, preceded the an- 
nual convention of the Texas-Okla- 
homa retail shoemen. 


Ed C. Keleher, chairman of the 
Railroad and Baggage Committee, pre- 
sented an exhaustive report showing 
the activities and accomplishments of 
this committee in obtaining reduced 
railroad rates in all sections of the 
country except those roads centering 
in New York City. The report that 
the southwest roads are considering 
extending the two-cent rate to Pullman 
passengers was received with consider- 
able gratification. Various committees 
made interesting and progressive re- 
ports indicating a widespread year- 
round association work and activity. 

The National Shoe Travelers Asso- 
ciation was invited to hold its nex: 
annual meeting in Texas. 

A new committee called The Motor 
Transportation Committee will be ap- 
pointed by the new president, and will 
be assigned the duty of investigating 
the matter of obtaining better service 


and a possible reduction in gasoline 
prices for members of this association. 


No. 9110—Grey Melo Buck, 
13/8 Heel 
No. 9111—Blue Melo Buck, 


WM. M. HOOTKINS 


In opening the meeting, President 
J. J. Buckley, of Dallas, graphically 
told of the fine work being done by 
the National Shoe Travelers Associa- 
tion in bettering the conditions of the 
_ shoe traveling fraternity and urged 
the closest kind of cooperation with 
the national body. 

Close attention was paid to the an- 
nual report of Secretary-Treasurer 
W. T. Mitchell. This contained a glow- 
ing account of the progress being made 
by the Southwestern Shoe Travelers 
Association. The report revealed that 
the association, which is now in its 
twenty-third year, has the second larg- 
est membership in its history, a total 
of 269 paid members. Mr. Mitchell 
pointed out that the aim of the asso- 
ciation was for a quality group of 
members and not merely for numerical 
and financial strength. His report 
showed the largest surplus the trea- 
sury ever experienced. The fact that 
the great majority of association mem- 
bers were happily placed was given 
as concrete evidence of the high type 
of men who compose the association 
and of the improved business condi- 
tions in this section. 

A tribute of a minute’s standing in 
silence was paid to those three mem- 
bers who have passed on during the 
past year, Claude T. Gardner, F. U. 
Smith and Harry Miller. 


William M. Hootkins, of Dallas, in No. 8052—Brown Melo Sack. 
/8 


recognition of many years active ser- 
vice in association work, was honored 
by being unanimously elected presi- 
dent. John M. Hartman, Freeport, 
L. I., New York, was elected vice- 
president and W. T. Mitchell, San An- 
tonio, was reelected secretary-treasurer. 
Walter T. Stephenson, of St. Louis, and 
Ben Berwald, of Dallas, were elected 
directors for two years. William M. 
Hootkins was also elected a _ repre- 
sentative to the N.S.T.A. 

In making his speech of acceptance, 
Mr. Hootkins dwelt on the wonderful 
spirit shown by the traveling men in 
Texas. 


General Shoe Displays 
Attract Interest at Fair 


Cuicaco—While a blizzard stormed 
in from Lake Michigan during the re- 
cent Chicago National Shoe Fair, the 
display room of the Richland Shoe 
Company, Nashville, Tennessee, divi- 
sion of General Shoe Corporation and 
makers of “Fortune” shoes, showed an- 
other way to keep cool. 

Above the shelf on which “Fortune” 
samples were arranged, a_ display 
board showed ventilated shoe styles, 
with four of the samples set in “port- 
holes” cut in the display. Concealed 
electric fans kept colored ribbon 
streamers playing over the shoes, while 
lights set in the toes of the pairs 
mounted at the top of the board showed 
off to advantage the ventilated feature. 

“Portraits in Leather,” shown on 
color-photography dry plates, were 
again featured by the Jarman Shoe 
Company, division of the General Shoe 
Corporation, in displaying their 
“Friendly” shoes. 


WAUSAU 


stylel A 
footwear idea with 
Sparkling Personality. Lit- 
tle wonder that Pied 
Piper's sensational Twink- 
O.-Leer is sweeping Amer- 
ica. Little wonder that 
Twink-O-Leer has been 
chosen as the leader for 
Spring 1936 by smart buy- 
ers from coast to coast. 


And now — the Twink-O- 
Leer is in stock in three 
captivating colors. Pied 
Piper brings you this great 
sales opportunity. 


Order from this ad — or 
send for complete descrip- 
tive Twink-O-Leer circular 
—or write for complete 
new Pied Piper catalog 
now on the press. 


PIED PIPER SHOE CO. 


Exclusive Manufacturers of Feature Juvenile Foot- 


wear for More than Twenty Years 


WISCONSIN 
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Shoes in the Summer 
Ensemble 


[CONTINUED FROM PAGE 19] 


(the second button buttoning) and side 
pleats at the back of the shoulders. He 
presented a patch-pocket gabardine 
sports jacket, single-breasted, two-but- 
ton model. Note in the illustration that 
with all these four sports coats scarfs 
were very much in evidence. 

For Summer’ evening, a midnight 
blue self-faced linen tuxedo, a double- 
breasted shawl collar tuxedo coat in 
white linen for wear with dark 
trousers. For street and sports wear, 
a white linen single-breasted suit and 
a white Palm Beach double-breasted 
model. The accessories used with these 
white suits were particularly gay in 
color. If the shirt was dark, the tie 
was light. The handkerchiefs worn in 
the pockets were also in contrast. And 
for beach wear—knitted trunks and 
Roman-striped jersey. This last was 
a bit out of order. Seemingly the ar- 
rangements had become confused. It 
was explained that this costume should 
have been a Roman-striped jersey and 
linen or gabardine slacks. However, it 
served well to illustrate the place of 
the brown reversed calf sandal with 
which it was shown. 

Shoes presented a decidedly bright, 
interesting and different picture. Two 
or three different shoes were shown for 
each ensemble. Here are the highlights: 

Brown was most important in street 
and country shoes. Spaniel tan, re- 
triever brown and the new luggage 
shade predominated. There were more 
combinations than whites shown and 
the combinations were brown and white, 
tan and white and color and white. That 
is, vintage and white, blue and white, 
and white and setter brown in reversed 
combinations. Midnight blue patent was 
shown for evening with both white and 
midnight blue tuxedo ensembles. All- 
white buck and reversed calf was rep- 
resented in blucher, brogue and monk 
patterns. 

Selection of patterns was studied 
and varied, including the usual light- 
weight street types; wing-tip brogues 
and bluchers were numerous and caused 
considerable comment. Monk types in 
straps and two-eyelet models were 
prominent. Ventilated shoes were shown 
in tan calfskin and some of the brogues 
had punching all the way through in 
perforations. Overlays used as lace 
stays on plug oxfords and on the quar- 
ter in bluchers and monk types, wing- 
tips and combinations with saddles and 
overlays on quarter in combination with 
square-tipped and classic patterns; 
these were the important new themes. 
Reversed combinations, that is, brown 
with white trim in reversed and wash- 
able calf skin, colored crepe and com- 
position soles and colored silk laces 


were very well received. This last on 
white blucher and monk patterns. 

Lasts were fuller and looked like 
better fitters. An innovation is the 
spring heel on a corrected last that 
gives the “spring heel” a legitimate 
name. This point was stressed as be- 
ing very important in this type of shoe. 

Materials: Reversed calf in brown 
and gray, reversed calf in combination 
with tan calf and white washable calf, 
white buck and buck type leathers, 
smooth and boarded leathers and some 
grains, particularly Norwegian, were 
in evidence. Only patent was shown 
for evening and this only in midnight 
blue. The beach sandal shown was a 
cut-out pattern in reversed calf with 
heavy rubber sole. 

The shoes were discussed by George 
Hess of N. Hess & Sons, Baltimore, 
who made his keynote, “The Right Shoe 
for Each Ensemble.” We are gratified 
that a good percentage of the shoes 
selected for this showing were shoes 
we illustrated in Shoes Pictorial, a 
Boot AND SHOE RECORDER style pres- 
entation featured in the December 21 
issue. 


Social Security 
[CONTINUED FROM PAGE 21] 


vary from one end of the scale to the 
ether. Jonathan Swift, writing in the 
eighteenth century, satirically proposed 
that we eat the unemployed, especially 
the younger ones. Dr. Edward Ochs- 
ner, not longer ago than last year, 
seems to have proposed seriously that 
we chloroform them. Others have sug- 
gested that we put on a really murder- 
ous war. I doubt whether any of us 
here could subscribe to any of these 
plans. 

At the other end of the scale we have 
a proposal in the Lundeen bill to give 
them all $10 a week; or, in the Town- 
send proposal, if they are old enough, 
$200 a month, and to get the money 
to pay these benefits either by raising 
income taxes and inheritance taxes to 
a hitherto undreamed of limit or, as in 
Dr. Townsend’s scheme, to establish 
what must be called a multiple sales 
tax plus, amounting to two per cent 
on every transaction in which money 
changes hands, with the exception of 
certain banking transactions. I have 
not estimated the addition to our in- 
come tax which would be required to 
produce $10 a week without restric- 
tion for each of the unemployed, but 
I have seen estimates for Dr. Town- 
send’s plan which show that in order 
to pay $200 a month to all persons over 
60, it would be necessary to find some- 


where about 20 or 24 billion dollars, 

Now 20 billion dollars is only a little 
less than this country spent during the 
World War, from the time war was 
declared until the last regiment was 
demobilized. It is twice the amount of 
all our emergency expenditures during 
six years of depression. It is five times 
the amount the federal government his 
spent for relief in all these years. It is 
a good deal more than double the an- 
nual amount of taxes now collected in 
the United States for federal, static, 
and local units combined. It is more 
than 40 per cent of the national income 
in 1934, and it is nearly 25 per cent of 
the national income in 1929, our bic- 
gest year. 


What Townsend Bill Proposes 


It is important to add that the way 
the bill is drafted, there is no real 
assurance to the old people that they 
would ever get their $200 a monti. 
What is actually proposed is that the 
two per cent multiple sales tax plus 
be collected for four months before 
anybody gets a pension. In the fifth 
month the amount of the taxes collected 
during the first month will be distrib- 
uted, equally among all the people qual- 
ified for pensions. In the sixth month 
the collections of the second month will 
be distributed, and so on. Now the tax 
will be imposed on almost every trans- 
action; for example, the man who sells 
the hides, the man who cures the 
leather, the man who makes the shoes, 
the wholesaler and the retailer. Here 
are five sales taxes of two per cent 
which must be added to the price of 
shoes. If this does not come fairly close 
to stopping the production and sale of 
shoes before the tax can be distributed 
to the old people, at least we can see 
that the shoe business will not expand 
much during the first three months. 
And it is possible, of course, that the 
tax would slow down other business as 
well. 


A Middle of the Road Policy 


Between these two extremes, canni- 
balism and execution on the one hand 
and a taxpayer’s nightmare on the 
other, there must be some reasonable, 
workable, and effective plan which will 
make it possible for us to be humani- 
tarian without trying to pull ourselves 
up by our boot straps. A wide range 
of choices on various aspects of this 
needed type of legislation confronts us. 
Somewhere in this middle range we find 
the Social Security Act. It is criticized 
from the right as being probably un- 
constitutional. It is criticized from the 
left as being completely inadequate. It 
is, in fact, a middle-of-the-road pro- 
posal which may or may not achieve its 
purpose. At the time it was enacted, 
it was a long step forward in the direc- 
tion of federal action and _ support 
toward the problem of relief. There is 
no question but that it will be chang: 
many times, and it is likely that it w'll 

[TURN TO PAGE 44, PLEAS" ] 
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Shoe 


THIS 


WEEK IN THE SHOE 


SATURDAY, JANUARY 25, 1936 


TRADE 


NATIONAL NEWS 


Good Response to January Sales 


New York Stores Look for Better Month's Business Than in Several 
Years—Southern Shoes Sell 


New YorRK—The middle of January 
finds the shoe merchant concerned with 
inventory and clearance sales of Win- 
ter stock. Throughout the metropolitan 
area of New York, retailers have been 
featuring and are now winding up their 
mid-season sales with the keen satisfac- 
tion of a job well done. 

As clearance sales are still in 
progress throughout the stores, there 
is as yet no definite check-up as to 
the percentage of increase over last 
year’s business but merchants and 
buyers report that so far they have 
shown a considerable increase and have 
had the best response to sales for a 
number of years. 

Customers are gradually losing their 
price-consciousness, merchants report, 
and the number of trade-up sales have 
greatly increased. Customers coming 
into the store in response to a low price 
sale are more easily sold on quality 
merchandise than heretofore and shoe 
merchants firmly believe that in a short 
while price-consciousness in customers 
will have nearly disappeared and qual- 
ity alone will account for the majority 
of the sales. One shoe merchant reports 


their appearance as yet except in one 
or two cases. Shoe merchants expect 
to show their Spring lines about the 
middle of February, but of course this 
all depends on the weather. It is the 
general opinion of the merchants that 
the Spring season will break much 
earlier this year than it has for some 
time and if thé Spring business com- 
pares favorably with that of the past 
season it will be the best they’ve had 
in several years. 

Color will be a big feature in women’s 
shoes for Spring and shoe merchants 
have bought considerable. Blue is ex- 
pected to be the big seller this Spring 
in suedes and kids to wear with the 
gray outfits which will be popular. Gray 
suede is expected to follow the blue 
shades a close second the early part 
of the season, but whether it will carry 
through the entire season is yet to be 
seen. 

Black, of course, will be seen con- 
siderably, as will brown in many new 
shades, such as copper, bourbon, the 
pastel colors, chaudron and sandstone. 
Black is expected to be popular in 


a 17 per cent business in double-header 
sales for the entire year which in itself 
proves that price does not have the im- 
portance it did a short while ago. 
Shoes for southern resort wear 
showed from 30 to 40 per cent increases 
in sales this season, due to the in- 
creased number of travelers to south- 
ern climes. Whether this is due to 
the return of better times or the de- 
crease in European travel due to the 
unsettled conditions of European coun- 
tries it is hard to say, but the shoe 
merchant benefited accordingly. De- 
partment stores did the majority of 
business in southern resort shoes be- 
cause of the complete outfits which they 
featured, but sales in the chain and 
independent shoe stores were better 
than they have been for some time. 
Shoes for Spring wear have not made 


DATES TO REMEMBER 


Indiana Shoe Buyers Week, Indianapolis, 
Jan. 26, 27, 28, 1936 

Northwestern Shoe Retailers Regional 

Association Convention, Hotel Radis- 
son, Minneapolis Feb. 2, 3, 4, 1936 


Nebraska Shoe Retailers Association, An- 
nual Convention, Grand Island, Neb., 
Feb. 9, 10, 1936 


Middle Atlantic Shoe Retailers Associa- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Philadelphia, 

Feb. 10, II, 12, 1936 

Leather Opening and Style Conference, 
Waldorf-Astoria, New York, 

Mar. 30, 31, 1936 


Spring Meeting Tanner's Council, White 
Sulphur Springs, Va May 7, 8, 1936 


patent leather and combinations with 
fabrics. 

Men’s shoes, like women’s, are turn- 
ing to lighter shades, such as luggage 
tan, which is expected to be the big 
seller this Spring in the popular 
brogues and custom lasts. Brown kids 
for men will also be increasingly pop- 
ular this Spring in the square tip and 
plain toe types, some buyers say. 


Retailers Plan Annual Meeting 


York, Pa.— Plans for the annual 
meeting of the York Shoe Retailers 
Association, at which officers for the 
year will be elected, were made at a 
meeting of the organization, January 
13, when the members were the guests 
of Charles Martin, treasurer of the 
association, at the G. R. Kinney Shoe 
Store, which he manages. In all prob- 
ability Samuel A. Bruggeman, dean 
of shoe men in this community, will be 
elevated to the presidency, he having 
served in the vice-president’s chair 
during the past year. At the same 
time plans will be made for the annual 
employee-employer get together of the 
organization which will be held the lat- 
ter part of February. 

At the January meeting of the asso- 
ciation Edward Reineberg, president of 
the Middle Atlantic Shoe Retailers As- 
sociation, extended an invitation to the 
local shoe men to attend the conven- 
tion of the larger body in Philadelphia. 


John Holden Opens 
Boston Office 


John J. Holden, former manager of 
the National Shoe Retailers’ Associa- 
tion and who has recently joined the 
selling staff of the Selby Shoe Com- 
pany, has established permanent head- 
quarters in Room 735 in the Rice 
Building at 10 High Street, Boston. 
Mr. Holden is covering all of New Eng- 
land, carrying not only the Selby Arch 
Preserver shoes for women, but the 
Aristocraft line, as well. The suite of 
which Mr. Holden’s room is a part has 
been jointly leased by the Selby Shoe 
Company and E. T. Wright & Com- 
pany, Inec., manufacturers of men’s 
Arch Preserver shoes, which are sold 
in New England by Charles Walls. 
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Pumps 


ST. LOUIS 
STANDARD BRANDS 


We specialize in women's 
men’s and children’s samples 
and jebs for special promo- 
tions — handle nothing but 
St. Louis made shoes from 
reliable sources. 


“While in town see Weil” 
M. K. WEIL SHOE CO. 


1326 Washington Ave. St. Louis, Mo. 


Dancing Shoes and Taps 


ACK CALF 
PAT. LEATHER 


Misses’ 
A-B-C 112-2 
$1.45 


OWENS SHOE Co. 


28 Goodhue St., Salem, Mass. 


Women’s 
A-B-C 212-8 
$1.55 


TAP. DANCING THEO SLIPPER 
PATENT LEATHER 
1305—Childs’, 8/2/11 
$1.00 
1306—M isses’, 
1.05 


1307—Growing Girls’, 
$1.10 


BLOG SHOE CO., INC. 
147 Duane St., New York City 


Hosiery Bar Success 


Brockton, Mass.—A Hosiery Bar, 
capitalizing on the popularity of all 
sorts of bars at the present time, has 
stimulated hosiery sales materially at 
the Model Shoe Store, 176 Main Street, 
this city. 

The section features an overhead 
frame which bears the title of the de- 
partment in large letters. The name is 
also widely advertised in local news- 
paper advertisements, these messages 
usually offering one or two hosiery spe- 
cials. 

Philip Glickman, for 16 years man- 
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Innovation in Slippers 


The slipper illustrated above is the new "Slippershu," a patented slipper for leisure wear abou: 

the house when guests are expected or an informal party is in order. The slipper boasts of 

clever detailing, an ingenious side gore of matching elastic and a narrow monk strap with a 

metal buckle concealing a button fastener. It is made in various colors of kid and reversed 

calf for housewear. This new slipper holds possibilities for general Summer outdoor wear in 
heavier reversed calf or Roman-striped sailcloth with a heavy sole. 


ager of the store, reports an increase 
in hosiery sales since featuring it as 
the Hosiery Bar. 


Silver Anniversary of 
John G. Graver & Company 


PHILADELPHIA—The John G. Graver 
& Company, manufacturers’ agent and 
jobber in Philadelphia, celebrates its 
25th anniversary this year. A partner- 
ship company, headed by John G. 
Traver and Samuel B. Nissley, it rep- 
resents many well-known firms, two of 
them being the Spaulding Fibre Com- 
pany and the Behr-Manning Company. 

As Mr. Traver stated, “One of the 
factors contributing to our success was 
the procuring of the fiber and insole 
account of the Spaulding Fibre Com- 
pany, which we have handled since 
1913. We have continually represented 
this house with marked success. An- 
other of the successful lines is Behr- 
Mannings’, and account which we have 
handled since 1915.” 

A more recent addition to their busi- 
ness is the line of Gordon, Lowe, God- 
frey & Company, for whom they have 
been agents since 1928. Today, in addi- 
tion to these accounts, John G. Traver 
& Company represents the Keystone 
Sole and Shank Company, the W. J. 
Young Machinery Company, and the 
Textile Thread Company. A complete 
line of findings is also stocked, includ- 
ing buckles of all descriptions, silk and 
mercerized laces, felt for heel pads, 
sock-lining, buckram for box toes, 
leather counters, leather soles, binding 
and tapes. 

In 1902, young John G. Traver, a 
graduate of the Lancaster Business 
School, arrived in Philadelphia with 
quite as much determination and en- 
thusiasm, it is said, as Ben Franklin 
had when he arrived some years before, 
but without the loaf of bread. He got 
a stenographic job with Robert H. 
Foerderer, a leather manufacturer. Be- 


tween 1903 and 1911, he worked for 
F. Blumenthal & Company (now the 
Amalgamated Leather Company) and 
for the Quality Cement Company. Then 
he started in business for himself under 
the firm name of John G. Traver & 
Company. In 1915, the place of his 


JOHN G. TRAVER 


first partner, Wilson T. Hoy, was 
taken by Samuel B. Nissley. 

Mr. Traver is recognized as being a 
man of high integrity, and enjoys that 
name throughout the trade. Ethics, to 
him, is more than a course which young 
men study at college. His customers 
say that he is a man of his word, and 
his word is as good as his bond. His 
associates give that as one big reasvn 
for his success over a period of years. 

Mr. Traver and Mr. Nissley, ai this 
silver anniversary, thank their may 
friends in the trade for their help in 
building up their prosperous business. 
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ONE VISIT 
MAKES YOU A REGULAR 


AT THE 


COMMODORE 


“The Best Located Hotel in New York” 


COME IN on your next trip and let these 
Commodore advantages convince you: 


CONVENIENCE 


At Grand Central Terminal, just a few steps from trains 


COMFORT 


2000 large, outside rooms with every modern convenience 


FINE MEALS 


In four up-to-the-minute restaurants at attractive prices 


COURTESY 


Experi, friendly service at all times by an experienced staff 


ECONOMY 


Moderate rates enhance all Commodore advantages 
Large, Airy Rooms — ail with private bath—from $3 


RIGHT AT GRAND CENTRAL - NEW YORK 


Frank J. Crohan, President 


“Doc, that reminds me. Remember 
to tell your wife to wear shoes of 
Glazed hid for foot health—and of 
Surpass Brown or Surpass Blue 
Glazed hid for style and beauty.” 


Fcot health, of course, is of primary value to everyone. But 
women (or men!) won't buy for health alone. They want to 
be smart and stylish. Which is to say, of course, that Shoe 
Men, Manufacturers and Retailers, appreciate the sales pos- 
sibilities of shoes made up of these Surpass Colored Glazed 
Kids; the "'correctness'' and the ''smartness'' of the shades 
we are tanning for the current buyer. Our BROWN, for 
instance, is not too Red, nor is it too Olive. And our Biue, 
too, is a true, rich BLUE in a leather whose silky grain and 
firm texture are uniformly comparable with the quality of 
the Surpass BLACK Glazed Kid that is our standard. 


SURPASS 


BROWN (41) 


as well as BLACK 


% Shoe Manufacturer 


Shoe Retailer 


When writing advertisers please mention Boot and Shoe Recorder 
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Riding Boots 


LARGEST FLOOR STOCK 


BOOT CO. 
Omaha, Nebraska 
Exclusive Manufacturers 
Catalog on Request 


ALL PURPOSE 


Production Started 
on Children's Shoes 


HartForp, Wis.—Manufacturing of 
infants’, children’s and misses’ shoes 
was started at the local branch of the 
Weyenberg Shoe Manufacturing Co., 
Milwaukee, here January 6. The plant 
as it is equipped at the present is 
capable of turning out between 4600 
and 5000 pairs of shoes daily. Addi- 
tional lines will be added by the firm 
as production is stepped up. Lloyd 
Weyenberg, formerly of Milwaukee, is 
manager of the local branch plant. 


Suggestive Selling 
Moves Rubbers 


Detrroit—Opportunities to increase 
the unit sale, especially during the Fall, 
Winter and Spring months, are present 
for the corrective fitting specialist in a 
way that is often forgotten, Nathan 
Hack, of the Hack Shoe Company, De- 
troit, has proved. This is through con- 
centration upon the sale of rubbers and 
galoshes. 

The types of customers who realize 
the needs of special fitting for them- 
selves are ordinarily those who are will- 
ing to be a bit careful about their foot- 
health in general. For this reason they 
are especially susceptible to reasoning 
upon the advantage of full weather pro- 
tection, furnished by rubber footwear. 
This is the first sales point commonly 
used in this type of sales approach at 
Hack’s. 

Other forms of advertising are not 
used. There is little newspaper adver- 
tising of this department, and not much 
outside promotion. 


Sells Shoe Store 

ELKHORN, Wis.—John Slattery has 
sold the stock of his shoe store here to 
Ed Schneider, Milwaukee shoe retailer. 
Mr. Slattery, who entered the business 
with this father in 1915, declared his 
plans for the future are indefinite. 
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On the Selling End 


News of the Travelers and Sales Activities 


Arthur Goldman Joins 
Sulkis Sales Force 


MARLBORO, Mass.—Arthur Goldman, 
for the past three years identified with 
the Sulkis Shoe Company as an inside 
factory detail man, has joined the sales 
force of this well-known Marlboro, 
Mass., shoe manufacturer, and has de- 
parted on his first trip. 

Prior to joining the Sulkis organi- 
zation in 1933, Mr. Goldman obtained 


ARTHUR GOLDMAN 


several years’ experience in the upper 
leather field prior to two years of active 
selling on the floor of one of Boston’s 
smartest retail outlets. 

With the background and experience 
he has already obtained in the leather 
field, there is every reason to believe 
that Mr. Goldman will develop into one 
of the most successful and promising 
of the younger sales force in New Eng- 
land. 


Travelers Attend Buffalo Meeting 


BurraLo, N. Y.—Charles W. Reis, 
representing Hannahson’s Shoe Co., 
Haverhill, Mass., and T. N. Adams, 
representing D. Myers & Sons, Balti- 
more, Md., both arrived in Buffalo at 
the same time last week and after call- 
ing on the trade, attended the January 
8 meeting of the Buffalo Shoe Retailers 
Association. The pair were dubbed the 
“Siamese twins” at the meeting as 
both during the day were “friendly 
enemies” competing intensely for busi- 
ness against each other but met at the 
association as friendly as two peas in 
a pod. Both reported that business 
prospects had vastly improved over this 
time last year. 


Tweedie Appoints 
Representatives 


St. Louis— Paul Sheley, who has 
been associated with the Tweedie or- 
ganization in the factory at Jefferson 
City in various capacities and who for 
the past year has carried the line on 
the road, is to represent the company 
in Texas to follow the fine men wh» 
have served the Texas trade with 
Tweedies for over half a century. Wit 
his good knowledge of shoes and the 
fine line he has worked with in the 
building and selling, he will soon make 
his acquaintance with the trade. 

Charles Harlan, formerly with the 
Munn Company of Houston, Texas, has 
been appointed Tweedette representa- 
tive for Texas and Louisiana by the 
Tweedie Footwear Corporation. “Char- 
lie” is widely known in this section, 
having spent his life in the shoe game 
in Texas. He has in the past been as- 
sociated with several of the finest 
stores of that state. 


Oppenheimer Joins Brauer Bros. 


St. Louis— Ray Oppenheimer has 
joined the sales force of Brauer Broth- 
ers Shoe Company, St. Louis. He suc- 


RAY OPPENHEIMER 


ceeds Roy Sundling in Texas, New 
Mexico, Arizona and Louisiana, where 
he will handle the Paradise line. Mr. 
Oppenheimer has covered the South- 
west for the past twelve years and is 
well and favorably known by the trade 
down there. 


Caldwell With Shapiro 


Los ANGELES, CAL.—Oscar Caldwe'l, 
well-known southern California shoe 
traveler, formerly with the Gunnerson 
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Shoe Company, has accepted a position 
with the Harry Shapiro Shoe Company, 
wholesalers. He will cover the metro- 
politan area of Los Angeles only. 


Northwestern Travelers 
Elect Officers 


MINNEAPOLIS, MINN.— Jeff Larson 
was elected president of the North- 
western Shoe Travelers Association for 
the ensuing two years at the annual 
meeting in Hotel Radisson, Minneapolis, 
the association’s headquarters. 

S. R. Houx is the new vice-president, 
while Henry Thorson succeeds himself 
in the dual position of secretary-treas- 
urer, the duties of which he has han- 
died in most acceptable fashion for 
several years. 

Mr. Houx was named chairman of 
the board of directors, other members 
being C. H. Kennett, Ross Bates, John 
W. Bates, Dan O’Connell and Fred W. 
Allen. 


Travels Four States 


St. Louris—Dude Chambers, who rep- 
resents the younger element in the shoe 
traveling fraternity, is now in his sec- 
ond season and is making a splendid 
name for himself. Dude carries Tweed- 
ettes in Missouri, Kansas, Oklahoma 
and Arkansas. Incidentally, he is the 
son of a shoe man, Morris Chambers, 
of the Tweedie Footwear Corporation, 
Jefferson City, Mo. 


F.N. Blaser With Colonial 


Tanning Co. 


Boston, Mass. — Fred N. Blaser, 
well-known upper leather salesman, for- 
merly with Fred N. Blaser, Inc., and 
for thirteen years with Donovan Bros., 
is now connected with the Colonial Tan- 
ning Company and will cover the New 
England trade. 


Gillaspy With Bancroft Walker 


Eddie Gillaspy, formerly with Forest 
Park Shoe Co. and Johnson, Stephens 
& Shinkle, is now back in his old terri- 
tory, the Southwest, with Bancroft 
Walker’s new Foot Delight line. 


Scholl Presents Unique 
Book of Facts 


Cuicaco—Unusual interest was dis- 
played by visiting shoe dealers at the 
National Shoe Fair, Chicago, in the 
new 1936 “Book of Facts,” shown by 
‘eens of the Scholl Mfg. Co., 
ne. 

This “Book of Facts” is a sales pres- 
entation portfolio of excellent quality 
brown leather in which are contained 
two sections. The first or visual sec- 
tion, which stands up, easel style, is 
especially interesting because it ex- 
plains the necessity for the shoe man 
of today to consider the feet that wear 
his shoes. It shows him how he can 
minimize shoe complaints and enjoy 


greater volume, profit and repeat busi- 
ness by increasing customer satisfac- 
tion. It was this book entitled, “Facing 
Facts” that was of outstanding interest 
to visiting shoe men. 

Specialists in the preparation of such 
portfolios have stated that this was 
the most unusual and outstanding pres- 
entation book they have ever seen. How 
Dr. Scholl’s Foot Comfort Service func- 
tions and benefits the dealer was 
thoroughly displayed in this exhibit at 
the National Shoe Fair. 


Centennial Boosts Boot Sales 


DALLAS, TEx.—“Since the avalanche 
of Centennial Exposition publicity has 
landed, we’re having such a rush for 
-toots again that we’re even stocking 
them in the men’s clothing department,” 
said E. P. Simmons, vice-president and 
general manager of Sanger Bros. 

Other Dallas department stores are 
feeling a similar renewal of interest 
in boots and Western accessories as the 
Centennial opening approaches. Pre- 
dictions are that in a month Dallasites, 
many years away from the colloquial- 
isms of spurs and ten-gallon hats in 
reality, will be donning Western regalia 
and greeting each other with, “Hi, 
Pard!” as Centennial affectation. 

Both A. Harris & Co. and Titche- 
Goettinger Co. boys’ shoe sections are 
experiencing an unparalleled demand 
for boys’ cowboy boots. 
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William Bluestein Dead 


Boston, Mass.—William Bluestein, 
treasurer of Wilbar’s, well-known Bos- 
ton shoe store at 166 Tremont Street, 
died recently of a heart attack while 
recuperating from illness in Miami, 
‘Fla. Mr. Bluestein was born in Russia 
59 years ago, and moved to this country 
when about nine years of age. The 
business of which he was treasurer was 
founded several years ago. 

Surviving him are his widow, Mrs. 
Rebecca Bluestein; a son, Isadore C. 
Bluestein; and two daughters, Mrs. 
Martha Seidenberg and Mrs. Lillian 
Hyman. 

He was active in fraternal society af- 
fairs, being a member of Germania 
Lodge of Masons, ex-second grandmas- 
ter of the I. O. B. A., former chairman 
of the board of deputies of the same 
organization and a member of the 
Pride Liberty Progressive Lodge, 
I. O. B. A. 


Moves to Larger Quarters 


BELLAIRE, OHI0O—The George Ball 
Shoe Company, oldest retail shoe busi- 
ness in the upper Ohio Valley, will 
move shortly to a larger and more mod- 
ern room on Belmont Street, formerly 
occupied by the Kramer Shoe Company. 
In the new location the Ball Company 
will carry larger stocks and all appoint- 
ments will be modern. 
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SUNKEN \ 
HEEL SEAT @ 


RIGHT AND LEFT 


PERFECT POSTURE STEEL SHANK 
HEELS 


posture and tread. 


E. E. TAYLOR CORP. 


FIVE-POINT 
RELIEF SHOE 


POSITION OF 
LONG COUNTER 


RUBBER 
METATARSAL 
SUPPORT 


Rubber cushion for metatarsal support. 

Right and left, long inside counters for true balance. 
Resilient steel shank support for longitudinal arch. 
Right and left specially constructed heels for perfect 


Heel conforming to relieve strain on oscalsis bone 


BROCKTON, MASS. 
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Women's Shoes 


LUMBAR 


Modern Turn Shoes That Fit 
be WILL NOT GAP 
Ruby KidNew “SHORT BACK” Last 


In Stock 30 STYLES Send for 
IN STOCK catalog 


LUMBARD SHOE CO 


WALK TESTED 
TURNS 


Children's Footwear 


MRS. DAY’S IDEAL BABY SHOES 
Infants’ Soft Soles.. 0- 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-6 


Send for In-Stock 
Catalog 


MRS. DAY'S BABY 
Loeust St. Danvers, Mass. 


Men's Shoes 


Dancing and Bowling Shoes 


BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


325 W. Madison St. Chicago, Il. 


‘Teeple Gained 15 Per Cent 


Waupwn, Wis.—Not only in the per- 
centage of increase in business, but 
likewise in payroll, the Teeple Shoe 
Co. during 1935 came within 6 per 
cent of equalling the payroll of the 
peak year of 1929. 

This factory operated as the others 
did under the N.R.A., but the records 
‘show it has paid even more in pay- 
rolls since N.R.A. went out than it 
did during that period. The company 
has one hundred employees making 
shoes for boys and men. 
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Sale Ads Should Be Smart 


[CONTINUED FROM PAGE 36] 


as interesting and attractive as pos- 
sible, if for no other reason than to 
help you put over a successful sale. 
But there is another reason why 
your sale advertising should reflect all 
of the quality and class you try to put 
into your ads at other times of the 
year. It’s an important reason, too. 
Month after month you have been 
spending good money to build a certain 
concept of your store in the minds of 
your customers. You have tried to ex- 
press through your advertising some- 
thing of the ideals and principles for 
which your business stands. You have 
endeavored to give them a visual im- 
pression of the quality of your mer- 
chandise and convey to them an idea 
of the values you offer and the services 
you render. You cannot afford to re- 
linquish any of the good will you have 
won by letting the quality of your ad- 
vertising slip to a lower level during 
the six or eight weeks of clearance sea- 
son. If you do, you will find it that 
much harder to build up the sort of 
customer acceptance you will have to 
have to sell next season’s shoes at 
prices that will show you a profit. 
More and more shoe retailers, we be- 
lieve, are coming to realize that there 


is no excuse for junk shop methods of 
merchandising in sale time. Sale ads 
and sale window displays, generaliy 
speaking, are showing a steady im- 
provement from year to year and sea- 
son to season. We have never secn 
more attractive clearance advertising 
than that which many stores are using 
right now. Up-to-date and progressive 
shoe stores are giving more attention 
to ads and window displays every 
month in the year, with the result that 
standards are being raised and the irvn 
law of competition is making it more 
necessary for every shoe retailer who 
expects to maintain his place in the 
competitive scheme to keep abreast of 
the times. 

The public judges a store very large- 
ly on the basis of the kind of advertis- 
ing and the kind of displays it uses to 
exploit its merchandise and reveal iis 
policies. In sale season and in every 
season, retailers who expect to suc- 
ceed must maintain a constant check 
on these two important items of pro- 
motion to make certain that they are 
producing the sort of impression they 
wish to produce and that they are gct- 
ting the utmost in results from every 
dollar expended. 


Social Security 
[CONTINUED FROM PAGE 38] 


never reach a final state any more than 
the Constitution of the United States 
has reached a final state. 

What attitude should the retailer 
take toward this law? That, of course, 
depends on the retailer. Neither I nor 
the organization which I represent has 
any desire to say whether you shall 
favor or oppose this legislation. We can 
simply point out to you the need for 
understanding it, not only in itself, 
but also in relation to the possible 
alternatives to it. As long as the un- 
employment compensation part of the 
Social Security Act is in effect you 
need a supplementary law in each 
state in order to keep your money 
where it can be used for benefiting the 
unemployed in your immediate vicinity. 
Otherwise, as we have seen, it goes to 
Washington for general purposes. 

If the law fails in its purpose, or 
fails to be supported in the courts, 
there are four alternatives which you 
must consider. The first two have to 
do with the extremes, of which we have 
spoken. The third is that, with the in- 
crease in recovery, which seems to be 
on the way, the problem of dependency 
will have a chance to diminish and it 
will not be as serious as it is now. The 
fourth alternative is that it will be 
possible to alter and amend the Social 
Security Act in ways that will make it 
really effective, not only in relieving 
the distress of the major misfortunes 


of life, but also in providing an incen- 
tive to prevent them in the future. 


Cambridge Holds Semi-Annual 
Salesmen's Dinner 


Boston, Mass.— The _ semi-annual 
dinner of the New England sales force 
of the Cambridge Rubber Company 
was held Wednesday, Jan. 15, at the 
Statler Hotel. George H. Bingham, Jr., 
in opening the meeting after dinner, 
announced that the company had just 
closed the most successful rubber foot- 
wear season in the history of the com- 
pany and pointed out the rapid prog- 
ress of the past few years which has 
brought the Cambridge Rubber Com- 
pany into the front rank of producers 
of both rubber footwear and Summer 
sandals. He emphasized the leadership 
they enjoy in style origination in both 
fields. 

Later in the evening the entire 
Spring and Summer lines were spread 
before the group for open discussion. 

The entire New England staff was 
present as well as several factory 
officials. Attending were George H. 
Bingham, Jr., salesmanager; Henry 
T. Bristow, factory representative in 
the field; F. J. Walsh, J. G. Lunney, 
and Joseph Prizio of the Boston sales 
office; William B. Mills, F. H. Jones, 
C. P. Abbott, Norman K. Bement, 
Frank M. Butler, Arthur A. Riley, :d- 
vertising manager; Thomas J. Dou- 
cette, C. J. Mooney, Chester Riley, “1d 
A. P. Tewksbury. 
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Hot Summer Styles Come Out 
of Texas First 


[CONTINUED FROM PAGE 34] 


some to be volume sellers to retail 
from $4.00 to $6.50. 

A very insistent demand was noted 
for rubber heels on narrow toe, young 
men’s shoes. Reverse calf with both 
crepe and leather soles, with gray and 
brown both running strong, is regarded 
by many as the real extra pair prop- 
osition. 

The fashion group were represented 
by Miss Pauline Morgan of Amalga- 
mated Leather and Miss Rhea Nichols 
of Allied Kid Co. Miss Nichols stressed 
the importance of accessories’ in 
women’s fashion for Spring. In her 
opinion, the shoe industry is entering 
into its greatest fashion era, with an 
unparalleled opportunity for shoe mer- 
chants to express their individuality 
as they can promote whatever best ap- 
peals to them. Buyers are doing things 
now which were considered impossible 
five years ago, because women will have 
one basic dress which will be styled by 
her accessories, most important will be 
her shoes. Miss Nichols earnestly 
pleaded for the merchants to keep a 
balanced stock which will cover all 
needed requirements and not to over- 
buy or go wild on any one type of 
material. 

For the coming season, a panorama 
of fashion will spread out like a beauti- 
ful garden of colors, Miss Pauline 
Morgan told at the noon luncheon. 
She predicted women customers will 
pick out and buy at least three pairs 
of shoes, because this Spring all will 
feel the urge of rebuilding a balanced 
shoe wardrobe again. An appeal was 


made to all shoe men, particularly those 


in the small towns, to display a basic 
dress in their window, showing dif- 
ferent shoes and accessories every 
week. This, Miss Morgan believes, will 
be a forward step in shoe promotion, 


in that it will make a drastic and 
revolutionary window trimming set-up 
and is bound to create more sales of 
shoes. “Do not be so intrigued with 
colored shoes as to forget the all-over 
white and all-over blue,” she ad- 
monished her hearers. 

A definite stand was taken at the 
Monday business session when the 
Texas Shoe Retailers’ Association 
unanimously voted to recommend that 
all members refrain from having any 
general white shoe sale until after 
July 4. Representative merchants from 
various cities expressed the opinion 
that they would endeavor to organize 
the merchants in their respective com- 
munities with the view of holding their 
general white sales at a later date. 

A business meeting of all Orthopedic 
Shoes, Inc., dealers in this territory was 
held in conjunction with this conven- 
tion as is customary. A. L. Wiskochil 
acted as chairman and was assisted by 
E. L. Kimball, W. R. Tufts and H. C. 
Segur. John Showalter acted as toast- 
master at the Tuesday evening dinner. 

A well-balanced program of facts 
and fun, skillfully prepared by the 
local arrangements committee, headed 
by Gus Danials, served to make the 
show most interesting and profitable. 

At the Wednesday afternoon business 
session, the following officers were 
elected: President, R. C. Myatt, Dallas; 
first vice-president, M. A. Daniels, Fort 
Worth; second vice-president, L. H. 
Graves, Dallas; third vice-president, 
Glen D. Jones, Fort Worth; fourth 
vice-president, W. P. Barnes, San- 
Angelo. Directors for three years: 
George Baum, Corsicana; O. E. Evans, 
Wichita Falls; Matt Spires, Austin; 
C. Kessler, Abilene, and Guy Conover, 
Beaumont. W. A. Harris, Fort Worth, 
was elected secretary-treasurer. 


Fashions in the Air 
[CONTINUED FROM PAGE 15] 


Miami and surrounding cities, as well 
as other officials. The guests were 
taken by Aerocar to the Roney Plaza 
hotel at Miami Beach and later brought 
to the store. For several hours crowds 
around the building awaiting the open- 
ing of the doors interfered with traf- 
fic, so that when the honor guests ar- 
rived they had to be taken to a rear 
door and entered the building that 
way. Another fashion showing was 
then held on the Mezzanine Gallery 
of the store, with the audience watch- 
ing from the rotunda below. It was 
estimated that between eight and ten 
thousand people came to the store that 


night—not all, of course, being able 
to get inside the doors, but remaining 
outside and blocking traffic for a space 
of some seven blocks. Never in the 
history of the city has any merchant 
been given such an assurance of the 
community’s interest. 

In both these unique showings, Bur- 
dine’s featured their two outstanding 
shoes of the season ... the new “Sun- 
shine Fashion Sandal,” exclusive with 
them, and “Cadet”—a shoe already 
presented in the RECORDER, which prom- 
ises to be a Coast-to-Coast style leader. 

The Sunshine Sandal has the im- 
portant, high, slashed front with the 
D’Orsay cut at the sides .. . a decidedly 
Turkish silhouette, and a distinctly 
1936 feeling. With a squared heel, 


square toe, and a broad strap swinging 
from the back, it is of suede, kid- 
trimmed, seamless and soft as a glove. 

The sandal has been made up in 24 
color combinations and plain colors so 
that any color scheme may be met. It 
is adaptable, in its various color com- 
binations, to all occasions—for spec- 
tator sports, afternoon or evening 
wear. Says the manager of the de- 
partment, “Customer acceptance of the 
model in the brief time it has been 
offered convinces us that we are 100 
per cent right in presenting this.” Of 
the colors offered, white has been mos: 
popular, with brown a close second. 
Royal blue and white trim is going 
very well and chamois trails close be- 
hind. 

The second shoe, The Cadet, is of- 
fered in practically every possible color 
combination. This was a shoe winning: 
praise from the visitors who were in- 
terested in the possibilities of convert- 
ing a single shoe into several by sim- 
ply replacing the broad tab across the 
front with another of a different color. 
The tabs button on at the four cor. 
ners. Extra sets of tabs may be pur- 
chased. With this shoe is offered a 
matching bag with the same color com- 
bination carried out in the trim. 


Ohio Retailers Plan Convention 


CLEVELAND, OHIO—At a meeting of 
the Ohio Shoe Retailers Association 
directors in Chicago, attended by W. B. 
Sweet, Warren; F. W. Abbott, New- 
ark; C. C. Hall, Youngstown; Robt. 
Vestal, Elyria; George Bunn, Salem; 
Ralph Taylor, Columbus; and Kenneth 
Crawford, Lima, Cleveland was again 
selected for the Midwest Shoe Fair. 
Clarence Faflik, president of the Ohio 
Shoe Dealers, presided. 

The shoe dealers of Ohio’s neighbor- 
ing states, Western Pennsylvania, Ken- 
tucky, West Virginia, Michigan and 
Indiana, will be invited to join in mak- 
ing the 1936 show a greater and more 
elaborate affair. 

The slogan adopted is “Remember 
June 1935—June 1936 will be greater.” 


New Women's Shop Opened 


Miami BeEAcH, FiLa.—Butler’s, Inc., 
has opened a new women’s footwear 
shop at 931 Lincoln Road, the fashion- 
able shopping district south of Wash- 
ington. The interior is in pastel blue, 
with large, round, blue-shaded French 
mirrors. Fitting chairs resemble com- 
fortable lounge chairs and are in bone- 
white leather and chartreuse trim, with 
chromium metal frames. Venetian 
blinds and white velvet drapes add a 
touch of distinctiveness to the salon. 
Shoes of a distinctly resort type are 
featured. Bernard Feldman is presi- 
dent of the company, and Samuel 5. 
Schatzman, manager. 

The company operates shoe stores in 
Miami and other parts of Florida, «s 
well as in Georgia. 


TRADE MARK REGISTERED 
e 


The increasing use of Van 
Tan Innersoles in good shoes 
results from a growing de- 
mand for quality. The sala- 
bility, quality appearance 
and comfort performance 


of your shoes can be im- 
proved with Van Tan Inner- 


soles. Your manufacturer 
will use Van Tan if you ask 
him. 

® 


VAN TASSEL 
LEATHER COMPANY 
NORWICH, CONN. 


also manufacturers of 


LEATHERPLUS 


completely waterproofed outersoles 


Stenchever's Employees Plan 
Dinner and Dance 


PATERSON, N. J.—At a regular monthly 
meeting of the Stenchever’s Employees’ 
Association, in their Hackensack store, 
a gala farewell dinner and dance was 
planned for Tuesday evening, Jan. 29, 
to honor their employer, Max Bodner 
and Mrs. Bodner, who will leave for a 
month’s sojourn in Florida Feb. 2. 

The association, which consists of all 
the employees of the three Stenchever 
Shoe Stores in Paterson, Passaic, and 
Hackensack, decided to hold the affair 
at Will Oakland’s Elmwood Casino, in 
East Paterson. According to Dr. M. M. 
Polokoff, chairman of the social com- 
mittee, no effort has been spared to 
make this one of the most elaborate 
and most outstanding social events in 
the history of the organization. 

In addition to the employees and 
their wives, husbands, and friends, 
many prominent officials in the shoe in- 
dustry will be present to join in the 
activities. 

Other members of the organization, 
serving on the committee arranging 
for this important function are: Mrs. 
Mayers, Miss Ban Lenten, and Irving 
Freidenrich of the Paterson store, Mr. 
Calabrese, and Harry Kemplar of the 
Passaic store, Mrs. Hedges, Herbert 
Kemplar, and Dr. Zingler of the Hack- 
ensack store. 

The Stenchever’s Employees’ Asso- 
ciation was organized in January, 1935.~ 


Max Bodner, directing executive and 
proprietor of the Stenchever Stores, 
was prevailed upon to act as honorary 
president. 

The association was organized to de- 
velop a deeper spirit of sociability and 
friendship among the employees. Meet- 
ings are held the last Tuesday of each 
month, the three stores alternating. 
During its first year, the association 
has made remarkable progress, and 
sponsored many successful social 
events. 


School Holds Foot Health Week 


BROOKLYN, N. Y.—The students of 
the Girls’ Commercial High School are 
taught the importance of foot health 
during the four years of school. This 
school, the largest in the world of its 
type, is for girls only and the students 
number between nine and ten thousand. 

A Foot Health Week was held recent- 
ly by the Department of Health Edu- 
cation of the school. An exhibit was 
arranged through the cooperation of 
several shoe manufacturers, among 
them Julius Grossman Shoes, Inc., 
Coward Shoes, Indian Walk Footwear, 
Pediforme and others besides an in- 
teresting exhibit of shoes from different 
countries of the world contributed by 
the United Shoe Machinery Corpora- 
tion. 

The entire school was shown a mov- 
ing picture on proper posture and car- 
riage during which a lecture was given 
on the importance of foot health and 
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the importance of proper footwear. 

During the week the students visited 
the shoe exhibit and were instructed 
on foot hygiene in relation to foot 
health. 

The Girls’ Commercial High School 
has always instructed its students on 
the importance of foot health. A stu- 
dent upon entering this school is given 
a foot test to determine the condition 
of the student’s feet. If her feet are 
not in good condition the student is 
given special instruction to correct the 
fault. It is found that 85 per cent of 
the students have better feet upon 
graduation than they had on entering 
the school. 


Vacations in Florida 


New York, N. Y.—Chester Augen- 
blick, vice-president and secretary of 
the Morris Shoe Company, 143 Duane 
Street, distributors of juvenile foot- 
wear, left New York on Tuesday, Janu- 
ary 14, to spend a well earned and long 
delayed vacation in the South. 

Mr. Augenblick will be at Miami 
Beach, Florida’s most popular resort, 
and expects to remain there until the 
latter part of March, when he will 
return to New York just in time to 
assist with the large Spring business 
which the ‘firm anticipates. 

Mr. Augenblick will give close atten- 
tion to the juvenile styles featured 
there and will formulate promotion 
plans by means of which he anticipates 
making 1936 another record breaking 
year for his firm. 


COMFORT WE HAVE 
GIVEN YOU? AND 
WILL YOU RETURN 
TO OUR STORE 
WHEN YOU BUY 
AGAIN 9 


St. Louis, Mo. » Walsall, England 


DO VOU APPRECIATE THE 


Relieve Painful Callouses. Create Satisfied, 


Repeat Customers with 
Your Price $6. Retatl Price $1. Send for FREE sample pair today 


WIZARD COMPANY 


Canadian Distributors: Canadian Special ies, Ltd., 49 Sanford Avenue, So., Hamilton, Ont. 


100 AND ! WILL 


LET US BE 
YOUR PUBLIC 
RELATIONS 
EXPERTS 
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UTSTANDING ACCOMPLISHMENT 


This important new development in shank con- 
struction has been thoroughly tested and is en- 


dorsed by leading manufacturers and retailers 


A special circular on UNISHANK will be mailed on request 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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MERCHANTS’ NEEDS 


INCREASE 
YOUR SALES 


33% 
WITH 
SCIENTIFIC 
SHOE FITTING 


THE BRANNOCK DEVICE 


Builds Sales - Saves Time - Simple - Accurate 
Arch Length - Toe Length - Width - ALL at once. 
“We have found the Brannock to be positively out- 
standing in correct fitting to any of the other 
devices that we have ever used.’’ 

J. N. Adam & Co., Buffalo, N. Y. 
Hundreds of dealers are increasing sales and build- 
ing a reputation for expert fitting with the Brannock. 

Write for Descriptive Folder 

and list of shoe factories offering Brannock Devices 
at special cooperative 


THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 


Ault-Williamson Co. 
Reports Progress 


AuBURN, Me.—Reorganization of the 
new company was approved by Judge 
Peters of the United States Federal 
Court, Portland, Me., Tuesday, Jan. 14. 
The company will operate under the 
present management which showed 
such remarkable recovery during the 
past nine months. 


Tanning Company 
Starts Operations 


MILWAUKEE, WIs.—The Marquette 
Tanning Co., recently organized with a 
capital of $100,000, will start operating 
soon in the old George Martin tanning 
plant here. According to the attorney 
handling the incorporation, the firm 
has taken a three-year lease on the 
quarters, which consists of six floors 
having about 60,000 feet of space. 
Eastern interests, it was said, financed 
the firm. 


W.R.A. Declared Legal 


MapIson, Wis.—The state supreme 
court on January 7 declared constitu- 
tional the 1935 Wisconsin Recovery 
Act. Within limits as to scope and 
time, the governor may proceed to ar- 
range such codes where conditions in- 
dicate their need. He may, the court 
ruled, proceed to authorize codes so 
long as their provisions “bear a reason- 
able relation to the elimination of un- 
fair methods and practices.” The codes 
may not, however, go so far as to “deal 
with the whole subject” of establishing 
hours of labor, wage scales and work- 
ing conditions. Eleven industries are 
now operating under codes in Wiscon- 
sin and a dozen more are expected to 
apply for codes. 


BASE wine'screen 
U. S. PATENT NO. 1,998,988 


Thick, resilient rubber, unobstructed by any solid 
matter between tread and base, makes Panco 
Sta-Tites longer wearing—more comfortable. 


PANTHER PANCO. 


CHELSEA, 
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SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 


WANTED 
Experienced salesmen with entrée to the best retailers in the following territories 
~-New York State and New England; Middle Atlantic States; Middle West; 
Pacific Coast; South and Southwest—to sell smart line of women’s and junior 
girls’ novelty Del-Mac $4.00 retailers. Only good producers will be considered. 
State experience and following in reply. All applications treated confidentially. 


ADDRESS E-583, c/o BOOT AND SHOE RECORDER, 
140 FEDERAL ST., BOSTON, MASS. 


The Fastest Selling Slipper and Sandal 
line in the country needs Salesmen 
for New England States, New York 
State, Eastern Pennsylvania, Illinois, 
Iowa, Nebraska and North and South 
Dakota. Straight Commission. 
THE GEO N. COHEN CO. 
Slippers and Sandals Always at Less 
S1 Reade St., New York City 


WANTED: Salesman for California, Line Jn. 

fants’ Prewelts and Men’s Beach Sandals, 
commission basis. The Kepner-Scott Shoe Co., 
Orwigsburg, Penna. 


SALESMAN wanted for Western Penna., for 

_ Scranton Penna. section, also Virginia, West 
Virginia and Washington. To carry a special 
line of Men’s Welts and McKays and Ladies’ 
McKay Sports, as a_ side line on a strictly 
commission basis. Give Reference. Address 
E-594, care Boot & Shoe Recorder, 239 West 
39th Street. New York City, N. Y. 


WANTED: Salesman to sell high grade Shoe 
Dressing on commission basis, as side line. 
Address E-586, care Boot & Shoe Recorder, 
56th & Chestnut Sts., Philadelphia, Pa. 


SALESMEN- to sell “In Stock” line of in- 
fants’ Prewelts on commission basis. Ad- 
dress E-587, care Boot & Shoe Recorder, 209 
South State St., Chicago, III. 


WANTED: three salesmen for our in-stock 
line Boys’ and Girls’ Welt and McKay 
sport oxfords, $2.00, $2.50 and $3.00 retailers— 
commission basis—give age and all details with 
first letter. One man for Wisconsin and Min- 
nesota. One man for Illinois including Chicago. 
One man for Southern Ohio, Columbus South. 
shige John Pilling Shoe Company, Lowell, 
ass. 


XPERIENCED shoe salesman in Western 
4 Pennsylvania and Ohio to carry outstanding 
in stock line of popular priced juvenile shoes. 
Address E-596, care Boot & Shoe Recorder, 
239 West 39th Street, New York City, N. Y. 


LINE WANTED 


ANUFACTURERS AND SALES MAN- 
* AGERS, ATTENTION! A salesman, cov- 
ering New York and Westchester County, is 
NOW available to represent a line of Medium 
and Low-Priced Men’s and Women’s shoes in 
this territory. His sales record covers 25 years 
with the largest shoe houses in the industry. 
Although 40 years of age, this man can produce 
TODAY upwards from $75,000 to $100,000 an- 
nually. His character, integrity and ability are 
vouched for by capable references. is man 
is ready to take YOUR line and produce! Ad- 
ditional information furnished gladly. Address 
E-580, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


OUNG MAN, 32 years of age, who has had 

wide experience in retailing footwear for men 
and women and children, is desirous of secur- 
ing a good line of footwear for the Pittsburgh 
territory. Is ambitious and can furnish best 
of references. Is sure that he can do a 
job with the right line. For further particulars, 
address E-590, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


ANTED—Line with established ladies’ nov- 

elty in stock house. Would like Mid-West 
States. Young man, 34 years old, neat ap- 
pearance and good producer. Now established 
in Detroit. Write best offer to E-591, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


S!DELINE Salesman Wanted: To sell to 
prompt-paying, rated shoe retailers, 30-day 
terms: Infants’ prewelts and children’s, misses, 
stitchdowns to retail at 98 cents case lot quanti- 
ties and less. We are Authorized New York 
MANUFACTURER’S DISTRIBUTOR cchil- 
dren’s and misses’ TREASURE ISLAND 
LINE OF SHADOWELTS strong $1.95 retail 
line sizes to misses’ 3-in. widths. State terri- 
tory, experience, lines carried. Strictly com- 
mission basis payable on shipments each 

Address E-592, care Boot & Shoe _—— 239 


West 39th Street, New York, N. 


NATIONALLY known manufacturer, build- 
ing sales organization to market outstanding 
new shoe dressing. Full time or side line. 
Commission. Many territories still open. 5134 
Lancaster Ave., Philadelphia, Pa. 


W ANTED-- Instock line of men’s, women’s or 
children’s popular price shoes on commis- 
sion for Tennessee. Address E-593. care Boot 
& Shoe Recorder, 239 West 39th Street. New 
York, N. Y. 


ANTED—Boston resident—ladies’ novelt, 

shoe buyer. Must be able to buy shoes :, 
retail profitably at two and three dollars. Ad 
dress E-582, care Boot & Shoe Recorder, 23° 
West 39th Street, New York, N. Y. 


FOR SALE 


SHOE STORE for sale in Long Island, N. Y 
Address E-585, care Boot & Shoe Recorde: 
239 West 39th Street, New York, N. Y. 


S HOE STORE for sale in Breoklyn. Lon, 
established. Rent reasonable. No dealers 
Must dispose cf immediately. Other interests 
Address E-588, care Boot & Shoe Recorder, 22: 
West 39th Street, New York, N. Y. 


FoR SALE--SHOE STORE: Beautifully fu: 
nished, up-to-the-minute, exclusive shoe stor« 
Strictly modern in every respect. Establishe:! 
14 years. Last year’s volume, $45,000. Lo 
cated in Colorado. Low rent, long lease, besi 
location in city. Will sell for about $8,000 to 
$10,000, depending on invoice at time of sale. 
My health will not permit me to continue in 
business; so, if interested, act quickly as | 
must sell at once. Address E-595, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York City, N. Y. 


FOR RENT 


OPULAR READY-TO-WEAR STORE in 
best city in Middle West of 35,000 has space 
to rent for fast-selling line Women’s Novelty 
Shoes. Address E-589, care Boot & Shoe Re 
corder, 239 West 39th Street, New York, N. Y. 


S HOE DEPARTMENT FOR RENT. Mai: 
floor. Well-established, specialty shop, onc 
hundred per cent location. Excellent opportu 
nity, right operator make real money. Address 
Worth’s, Williamsport. Pa. 


WANTED TO LEASE 


W ANTED— Paying Shse Store or Shoe De- 
partment. Better grade Preferred. H. (. 
Trabold, 1165 Fulton Ave., Bronx, N. Y. 


WANTED TO PURCHASE 


POSITION WANTED 


POSITION WANTED-—Shoe man, aze 33. 
desires position as manager of store or good 
line on road. Fifteen years’ retail and road ex- 
perience in Midwest States. Best references. 
Willing to go anywhere. Address E-584. care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 


mum charge 75 cents. 


address should be counted. 


When a box number is desired twelve words should be added for the address. In 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements 1s 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
tae Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Spf 
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BELLEVUE STRATFORD 


CLAUDE H. BENNETT, General Manager 


In the heart of 
Philadelphia... 


socially, com- 


mercially and 


geographically. THE EVE NS 
World's Largest Hotel 

Rates begin at ig 
$3.50 CHICAGO 
ge Like European hotels of great 
repute, The Stevens is just 
outside the noisy central 
business district—yet but 
a few steps to wherever 


one wants to go in Chicago. 
Rooms with bath from $2.50. 


Booking Offices 
New York: 11 W. 42nd St. SO, en 
Longacre 5-4500 a 7 DINE SMART—THE CONTINENTAL ROOM 


Pittsburgh: Standard Life Bldg. 
Court 1488 


WANTED TO PURCHASE MERCHANTS’ NEEDS 


WE BUY 
Surplus Wholesale and Retail 
A ded Shoes such as 


Walk-Over. Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, a F R E FE 


tonians, Stetson, Red Cross, Nunn Bush, E 
IRVIN N RUBIN 
“The House of Jobs’ new spring catalo 
89 Reade St. Cor. Charch dis 
Phone Barclay 7-7887 New York City Gisplay 
terials, complete 


with swatches. 
Write for your copy: 


CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
tonian, Walk-Over, etc. 
BARIS SHOE COMPANY, Inc. MONEY 
79 READE STREET, NEW YORK OUR COMPLETE IN FOOT CORRECTION ! 


Telephones WORTH 2-5180, 518! 
LINE 


WINDOW DISPLAY FIXTURES 
Delaney Employees Insured SHOE STORE FURNITURE 


CINCINNATI—A group life insurance DISPLAY MATERIALS 
policy involving $100,000 has recently 7 
been acquired by the Delaney Wood M.A.S.R.A. CONVENTION 
Heel Company of Cincinnati, for the " HOTEL ADELPHIA 
protection of 100 employees, each one 
eligible to life insurance in amounts ROOM 715 
ranging from $1,000 to $2,500, accord- FEBRUARY 10-11-12 
ing to rank. PHILADELPHIA 

The policy issued by the Prudential —OR— A “Technopedic System of Foot Correction” 
Insurance Company of America is of OUR SHOWROOMS throusheut the cous: 
the contributory type, the employees, ANY TIME heme 
themselves, paying a part of the pre- ARROW DECORATING & pletion at low cost. Easy terms. Write. 
mium and the remainder of the expense FIXTURE CO TECHNOPEDIC INSTITUTE 
being assumed by the employing com- 7 N. 4TH ST., PHILADELPHIA 665 BROAD STREET NEWARK, N. J. 


pany. 
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Easy Time 

The poor man, with his dinner pail, 

Looked up the avenue, 

And saw the rich man leave his 
house, 

Shining, and big, and new. 

He watched the servants go and 
come 

In livery sublime, 

And mused: “I envy him, because 

He has an easy time.” 

The rich man, from his limousine, 

Looked down the little street, 

And saw the poor man’s cottage 
there, 

Humble, and clean, and neat. 

He watched the children at their 
play, 

Sweet freedom in its prime, 

And mused: “I envy him, because 

He has an easy time.” 

Clarence Edwin Flynn 


Bargain Annex Profitable 


New Beprorp, Mass.—A “Bargain 
Annex,” featuring footwear from 49 
cents to $3.49, assumes the atmosphere 
of a regular shoe department and is 


one of the most profitable departments. 


in the retail shoe store of J. D. Cham- 
pegny, Inc. 

Instead of being dumped on the vari- 
ous display tables, shoes are shown, 
one placed on top of the box in which 
it belongs. Each table thus shows only 
a limited number of shoes in contrast 
to the large volume display often fea- 
tured in bargain sections. 

All stock of ‘a given number is kept 
in boxes beneath the displays so that 
no stock records of an elaborate nature 
are needed. Even inexperienced em- 
ployees hired for busy week-ends or 
special events can locate all of this 
stock. 

“By maintaining this ‘Bargain An- 
nex’ in the atmosphere of a higher- 
priced section,” explains Urgele Rain- 
ville, manager and buyer, “‘we find that 
people are more anxious to buy in the 
department. One major advantage is 
that shoes are kept in first-class condi- 
tion and people do not find shoes that 
are skinned from handling. Further- 
more, the department is attractive in 
appearance.” 


Calendars Bring in Sales 


TAUNTON, Mass.—Finding that per- 
sons who live outside the city section 
appreciate the gift of an attractive 
calendar, Dean Bros., Inc., local shoe 
retailers, distribute about 2000 calen- 
dars each year to these folks. Distribu- 
tion is limited to those living in the 
surrounding towns and country sec- 
tions since so many calendars are given 
away to city residents that they are 
not appreciated to the extent they are 
in country areas. 

By thus reaching the outlying sec- 
tions, Dean Bros. find that they do some 
advertising which lasts the entire year 
and from which they receive comment 
throughout the year. 
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BOOTS AND SHOES 


AULT-WILLIAMSON SHOE CO., Auburn, Me 
BLOG SHOE CO., INC., New York City 

BOOTH, WALTER, SHOE CO., Milwaukee, Wis 
CARLISLE SHOE CO., New York City 

CHIPPEWA SHOE MFG. CO., Chippewa Falls, Wis 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
DOUGLAS, W. L., SHOE CO., Brockton, Mass 
ENDICOTT-JOHNSON CORP., Endicott, N. Y 
GREEN SHOE MFG. CO., Boston, Mass 

HANAN & SON, INC.,. Chicago, Ill 

KIRKENDALL BOOT CO., Omaha, Neb 

LUMBARD SHOE CO., Auburn, Me 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 
OWENS SHOE CO., Salem, Mass 

PIED PIPER SHOE CO., Wausau, Wis 


.ROVICK THEATRICAL SHOE CO., Chicago. III 


TAYLOR, E. E., CORP., Brockton, Mass 
VITALITY SHOE COMPANY, St. Louis, Mo 
WEIL, M. K., SHOE CO., St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


ALLIED KiD—Standard Div., Boston, Mass 
EAGLE-OTTAWA LEATHER CO., Whitehall and Grand Haven, Mich 
GOODYEAR TIRE & RUBBER CO., Akron, O 
HUBSCHMAN, E., & SONS, Philadelphia, Pa 
KISTLER LEATHER CO., Boston, Mass 

OHIO LEATHER CO., Girard, O 

PANTHER PANCO CO., Chelsea, Mass 
RICHARD YOUNG CO., New York City 
SURPASS LEATHER CO., Philadelphia, Pa 
VAN TASSEL LEATHER CO., Norwich, Conn 
ZIEGEL, EISMAN CO., Boston, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


LITTLEWAY PROCESS CO., Boston, Mass 
UNITED LAST COMPANY, Boston, Mass 


UNITED SHOE MACHINERY CORP., Boston, Mass........... 


SHOE ACCESSORIES 


SCHOLL MFG. CO., Chicago, Ill 
WIZARD COMPANY, St. Louis, Mo 


STORE EQUIPMENT 
ARROW DECORATING & NOVELTY CO., Philadelphia, Pa 
BRANNOCK DEVICE CO., Syracuse, N. Y 
MOHAWK CARPET MILLS, New York City 
WINDOW ART DISPLAY CO., St. Louis, Mo 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa 
HOTEL COMMODORE, New York City 

HOTEL STEVENS, Chicago, Ill 

IRVIN RUBIN, New York City 
KIRSCH-BLACHER CO., INC., New York City 
TECHNOPEDIC INSTITUTE, Newark, N. J 
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or in all-over ope 


outstanding shades are+ 


Tannenbaum Green .-- No. 1143 
Waldsee Blue No. 1350 
Saint Anton Blue..-- - 1360 
Neumarkt Orange. 1505 
Alpine Violet... 1025 
Mountain Sun... 
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You read it everywhere; in | 
fashion articles and in the ad- 


vertisements of smart shops: 


"Another Very Big White 
Season is at Hand” 


Shoe buyers express their 
belief that white kid will top 
the volume sales of previous: 


years. 


‘“‘THE WHITEST WHITES” 


Levor’s unequalled tannage 
of pure white, washable kid... 
will fulfill your expectations 
of volume selling and safe 


profits. 


Play safe...profit plenty... by 
concentrating on the leather 
you know is in demand by | 
millions of women and has 


always proven dependable! 
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G. LEVOR & CO., Inc. 


GLOVERSVILLE NEW YORK 


Tanners sixty years © 
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Colonial has the largest and most 
complete selection of authentic colors 
{y — 30 in all — any color you need for 
Spring. You'll see these colors on 
most of the best shoes. 


A daring open-toe sandal by Lo Presti, of Colonial blue and red, shows the 
trend toward bright colors in patent leather footwear. 


The color is right—a blue that’s as rich and deep as a midnight sky. A dark blue with a 
| gleaming finish that no other leather has; a blue with a freedom from cracking that’s the 
envy of all finishers of patent leather. And what's more, it’s a blue patent leather that wears 
longer, and keeps its mirror-like sheen longer. Your shoes, when made with Colonial 182 
Blue, will capture that bit of glamour so necessary—and so appealing—to smart women. 
It pays—and it pays well—to specify Colonial. Colonial Tanning Company, Boston, Mass. 


MERIT HAS MADE IT THE WORLD’S LARGEST SELLING PATENT LEATHER 


When writing advertisers please mention Boot and Shoe Recorder 
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If your customers’ feet are 
NARROW, MEDIUM or WIDE 


s MEN’S LAST 4 MEN’S LAST 3 MEN’S LAST 2 MEN’S LAST 1 


There is a Health Spot Last to fit them 


With these Health Spot Lasts in stock, you will not lose cus- 
tomers because you are unable to fit them. These modern, 
improved lasts are graded to give a snug, neat fit around the 
ankle and heel and, at the same time, provide ample room 
in the forepart for perfect comfort and proper foot func- 
tion. These lasts will answer all your comfort and fitting 
problems. 


THE HEALTH SPOT 
<_@@\ PATENTED INSOLE CONSTRUCTION 
i ee AND WHAT IT DOES 


The Health Spot Insole is built up highest at the inside 


La corner of the heel, directly beneath the sustentaculum tali. 

he “a ‘ This support straightens the heel bone and holds it in nor- 

- a mal position, automatically realining all foot bones so they 
can function normally. 

82 

en. 

LSS. 


Health Spot Dealers are invited to attend the Orthopedic Insti- 
tute Dealer School, Danville, Ill. Classes are held twice a month 
beginning February, 1936. No charge for the course. Write for 
detailed information. 


EBECK SHOE COMPANY 
q Danville, Illinois 


When writing advertisers please mention Boot and Shoe Recorder 
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4418—Cem-Pro—Black Kid. 4° 
let Tongueless Tie, Vamp and Quarter 
Cutouts and Perforations, Dark G 

Stitch. 17/8 Continental Heel—Size 
3/9—Widths AA, B, C........$2.00 
4419—Same in Blue Kid—Size 3/9 
—Widths AA, B, C -» $2.00 
4420--Same in White Cabretta—Size 
3/9 Widths AA, B, C $2.00 


4421—Cem-Pro —- White a. 4 
Eyelet Blucher  Oxfor arrona 

Brown trims, 17/8 Leather Heel- 

Size 3/9—Widths AA, B, C.. $2.00 
4422—Same in All White Cabretta. 
17/8 Continental Heel—Size 3/9-- 

Widths AA, B, C $ 


4413—White Cabretta Pump, Vamp 
Cutouts, Quarter Perforations, oes 
Continental Heel—Size 3/9—Width: 

AA Cc . $2. 


4412—-Same in Kid- 3/9. 
Widths AA, BR. $2.00 


THERES AN 
TT ON 


FOR 
EVERY SHOE STORE 
IN AMERICA 4 
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BLOOM THE SPRING! 


EN-JOIE CEM-PRO STYLE SHOES 


"| HE newest patterns, the smartest leathers and the latest colors are so 
combined in these beautiful new En-Joie Cem-Pro Style Shoes as to 
make them appeal to every woman who bows to the dictates of Dame 
Fashion. 


Merchants will find En-Joie Style Shoes profitable in every sense of the 
word. They're outstanding shoes, good styles and good sellers, and there's a 
tremendous market extending from one end of this country to the other. 
waiting to admire and to buy. 


Order these Style Shoes today. We'll guarantee prompt shipment from 
our efficient In-Stock department. 


1407—Cem- Side 
Suckle, Marron: Trims and 

—Widths AA, B, C .......... $2.00 
in White Cabretta, 
Heel—Size 3/9— 
B, C. $2.00 


4415 Cem-Pro — White Cabretta 
— 17/8 Continental 


4401—Cem-Pro—White Cabretta San- 
dal, 20/8—Continental Heel—Size 
—Widths AA, B, C ........ $2. 
4400—Same in Kid—Size 
~—Widths AA, B, C .......... $2. 


4409—-Cem-Pro— Black Kid Pump. 
White Underlay, Nickle Vamp Or- 
nament, Continental Heel—Size 
3/9—Widths AA, B, C....... $2.00 


4404—Cem-Pro-—-White Cabretta Side 
Buckle, Marrona Brown Trims—20/8 
Continental Heel—Size 3/9—Whidths 
$2.00 
4405—Same in All White on, 
Size 3/9—Widths AA, RB. C...$2.00 


Blucher Oxford 
Heel—Size 3/9—Widths AA, Boo 4410—Same in Blue Kid-—-Size 2/9— 
Widths AA, B, C $2.00 


4414—Same in Kid—Size 9 441t—Same’ in White Cabretta- —Size 
Widths AA, B, C............ $2.00 2/9—Widths AA, B,C ...... $2.00 


4416—Cem Kid, 7 Eyelet 
Tongueless Tie. Qnarter Cutonts. 
20/8 1 Heel—Size 3/9— 
Widths $2.00 
°/9—Widths AA, c $2.00 


4426—Cem-Pro—White Cabretta Side 


27—Same Blue Kid Trim— 
Size 8/9—Widths B, C........ $2.00 


4428—Same in Cab: 
Size 3/9—Widths B. 


ST. LOUIS, MO. 
NEW YORK CITY 


NEN DICOT 
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DOMINANT 


UST as the EIFFEL TOWER has dominated the Paris 
skyline for forty-seven years, BUSTER BROWN 


SHOES have consistently towered above the field of 
shoes for boys and girls of all ages in style, quality 
and reputation. 


E258—"'Buster Brown"' 


Brown Elk Oxford, Scuff-Proof 
Cordovan = Id Sole 


Sold by high class stores everywhere 


Manufacturers, St. Louis, Mo. 


Also Makers of Brownbilt and Air Step Shoes 
When writing advertisers please mention Boot and Shoe Recorder 
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